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Here’s important radio equipment powered by 
Ray-O-Vac batteries and used in establishing 
beachheads as at Attu, in Africa and Europe, 





THE BATTERY YOU’LL WANT 
TO FEATURE AFTER THE WAR 


A flashlight battery that doesn’t “leak away” its 
power when not in use... a battery that stands the 
rigors of all climates to carry messages in our 
attack on the enemy—that’s the role of Ray-O-Vac 
batteries right now. But when peace comes they'll 
be back on your counter as the finest batteries for 
your customers. 


BUY WAR BONDS 
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Imagine this sportsman’s surprise to open his tackle box 
after 3 years and find his Ray-O-Vac powered flashlight 
still worked— with no sticking or leaking cells. ) 
wail 





© So important are batteries in modern warfare. 
Ray-O-Vac batteries are many times flown across 
the ocean to the battle fronts. 














BUY WAR STAMPS 


"75% 


Q WAR BOND 


a Send us any interesting 
true story you know 
about Ray-O-Vac bat 


teries. We will send $25 


» i we a, Zé 


War Bond for any used 


in our advertising. 
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At no time in the history of mankind have so many people laid plans 
for the future--Many of these plans will require Wooster Brushes -- 
the kind they have come to depend on-- and they will not be dis- 
appointed .. .Meanwhile Wooster Wartime Brushes may be obtained 
from Wooster Jobbers on specific orders as provided in the amended 


War Production Board order M-51. 


FOSSSET 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO %, 
Brush Manufacturers Since 1851—Thru 4 Wars . 
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YOU’RE IN THE Post 
FOR MORE BUSINESS 




















Victory gardens ... home maintenance . .. and fuel conservation... 
are included among the Yale promotions high lighted during this year YALE PUTS 3 BIG SALES MOVERS 
by Yale advertisements in THE SATURDAY EVENING POST. Such pro- INTO YOUR BUSINESS 
motion helps you sell what you have in stock... at the most appro- 
priate time. 

Yale Locks are in the Armed Forces now. The metal in them and 
the craftsmanship in them are serving war industry. But Yale’s War- 
time Progress Plan still works for you, the hardware dealers who help 
keep the home front strong. 

Get the complete details on each new Yale promotion by following 
the “Yale Victory News”, published regularly in your hardware papers. 


THE YALE & TOWNE MANUFACTURING COMPANY 210 nenev ST., STAMFORD, CONN., U. S.A. 


matter March 24, 1933, at the Post Office at Philadelphia under the Act of 
agg 





Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as second-class 
Vuroh 3, 1879 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 152, N 
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Painting tips: PURE SPIRITS 





4 WAYS TO SAVE WITH 


OF TURPENTINE 











SAVE PAINT... 
Thin your paint with 
Pure Turpentine. 
Clean, clear, water- 
white, it blends without 
discoloring even the 
palest paints. And, rich 
with pinene, it attracts 
oxygen, thus aiding 
quick, even drying. 








SAVE SURFACE... Pure Turpentine helps pro- 
tect surfaces from action of elements. Because it 
penetrates deeply, the paint when dry is anchored 
firmly, therefore, is less liable to crack and scale. 


SE ee 





SAVE BRUSHES ...A good brush nowadays is 
hard to find! Make sure yours is cleaned carefully, 


just as soon as you’re through using it. Then sus- 


pend bristles in Pure Turpentine. 





SAVE MONEY... Actually, the best Turpentine 
money can buy averages only 2¢ for every dollar 
spent on paint. And what a whale of a job it does! 
Get Hercules, now sold in convenient handy-pour 
glass containers as well as cans. 


HERCULES 


'URPENTIN 








NAVAL STORES DEPARTMENT 


HERCULES POWDER, COMPANY 


INCORPORATED 


938 Market Street, Wilmington 99, Delaware EE-35 
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. fIREPOWER 


HIS rapid-fire 20 mm. anti-aircraft ‘“‘buzz 
saw’ spits 400 shells a minute. Mounted 
on all craft from PT boats to battleships, 
it throws its slugs a mile high. Firepower 
that can knock down 
enemy aerial attack be- 
fore it reaches its tar- 
get —that’s what saved 
\ our battleships from the 
\ junk yard of aaval strat- 
egy and gave warships 
an even break against 
enemy air power. 





The Navy E at West 
Bend now bas two'stars 
for continued excellence 
in the production of na- 
val ordnance material. 


Thus far, the record is 
32 Jap bombers downed 





me 


OFFICIAL U. S. NAVY PHOTOGRAPH 








in a half hour by the anti-aircraft guns of 
a battleship in the South Pacific, better 


,than a plane a minute. Three waves of 


enemy planes braved the screen of flying 
steel— and all but two planes were shot 
down or turned back. That’s how the ships 
of our fleet are armed for today’s warfare. 


Here at the West Bend Aluminum Co., 
100% of our production facilities are en- 
gaged in the manufacture of more than 300 
different war items, one of which is the anti- 
aircraft cartridge case for the U. S. Navy. 


IN PEACE TIME WEST BEND MANUFACTURES ALUMI 
NUM COOKING UTENSILS AND METAL GIFT WARE. 





WEST BEND ALUMINUM CO. 


WeEST 





BEND, 


WISCONSIN 
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MAINTENANCE 


is a big job 
when plants work 
round-the-clock 


Repairing and renovating factory buildings to 
keep them safe and fit for busy workers is an impor- 
tant war job that cannot be neglected. Since most 
of this work is done with hand tools, the demand for 
Stanley Tools for maintenance has steadily increased. 

To supply these tools and meet other essential war 
needs, manufacturing procedure at the “Tool Box of 
the World” has been revised wherever necessary to 
speed production. Variations of tool lines have been 
dropped for the duration, and other steps taken to 





...and Maintenance takes TOOLS 





use critical materials,and man-power, more efficiently. 

The resulting record output is successfully pro- 
viding the Stanley Tools needed for war work, but 
few are available for ordinary use. 

When the war ends, Stanley Tools will again be 
plentiful, for those “regular” customers of yours who 
have been waiting for them. And Stanley displays 
and other merchandising aids will be better than ever. 
Stanley Tools, Division of The Stanley Works, 
111 Elm Street, New Britain, Connecticut. 


STANLEY TOOLS 


THE TOOL BOX 


OF THE WORLD 





1843 | STANLEY ] 1943 





TRADE 


TOOLS ARE VITAL TO VICTORY... 
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SELL ONLY FOR ESSENTIAL USE 









ahead of fuel for home heating .. . that’s why millions 
of people will live in cold, uncomfortable homes this 
winter ... that’s why a grateful public will welcome 


HEETSAVER GUMMED 
WEATHERSTRIP TAPE 


*Prevents wind and draught leaking through cracks between 


window sash and frame T Sie LD 
Mr. Dealer!—Join the “Gold Rush” by ordering ample stocks 
of this Heat-Saving product . . . to meet the needs of thou- 
sands of customers who want HEETSAVER Tape. Today— 
now—get in touch with your jobber. And if he doesn’t ay 


handle it, send us his name... and write direct. 
60-ft. rolls list for OF ——_150-Ft. rolls list for SOF 


Available in White, Buff and Brown 












*HEETSAVER Weatherstrip TAPE proved 100% effective in preventing wind yeeP WARK 
leakage in tests conducted by a national Testing Company. Details upon req a sd Fug, - 





33 1/3% more effective than DEAL “A"—Expires Oct. 1, 1943 

storm sash. These kits contain 12—-60-ft. rolls — Retails $3.00 
everything but the glass . .. 12—150-ft. rolls—Retails 6.00 
HEETSAVER TAPE, holding FREE 2~150-ft. rolls—Retails 1.00 
cleats, nails, HEETSAVER Re- Total Retail Value........ $10.00 
mover and accurate creasing YOUR PRICE ONLY... $6.00 


device. Enough for 12 30x40 Assortment includes 6 white, 3 brown and 
sashless storm windows. 3 Betts i Bot atuss. Hise goods oll white. 
FREE SELLING AIDS—Counter Poy card, 


List... $1.00 window streame 
SOILICIDE LABORATORIES, monrciair, n. 5. 
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Walls can talk profits when 
customers cover them with 


WALLPAPERS 


from your non-rationed supply 


“If walls could only talk, what a story they Stocks are available for immediate shipment and 


would tell’’ is an old saying. You can make over-night service on fill-in orders is available 


1) ™ 
walls talk . . . talk profits for you . . . by selling Pen IS from fifty warehouses, helping fast turnover 





A, 
fof 
your customers Giant Value and Charm Wall- = and keeping inventories low. 


papers . . . for their use in making their walls tell a new To help you sell, merchandising experts have created for 





story of beauty and satisfaction. you a complete package of colorful, compelling sales 
These lines with their scientifically seiected exclusive pat- material —- window displays, cards and banners . . . a 

terns are fast-selling, complete . . . suited to every taste and consumer mailing piece . . . handbills . . . newspaper mats 

purse . . . give you an edge on competition . . . tie business . . . unique self-service store units. All are free and ready 

to your store. Giant Value and Charm Wallpapers step up to go to work for you . . . on your order. 

store traffic . . . increase sales of related items, such as Use this coupon today for the full story of turning wall- 

paint . . . return a handsome profit on a small investment. paper into profit. 






CARDS . 
JANT VALUE 


| 
WALLPAPERS 





WALLPAPER 
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( Giant Value and DEVOE & RAYNOLDS CO., INC. 
Charm Wallpapers 

are distributed PEASLEE-GAULBERT PAINT & VARNISH CO. 
by these nationally 


known concerns: WADSWORTH, HOWLAND & CO., INC. 


STI cite waitraren 


FIRST AVENUE AT 44TH STREET, NEW YORK 17, N.Y. 

































Please send me complete 
details of your Wallpaper Campaign for fall. 








ADDRESS 

















ciry 





AGE SEPTEMBER 2, 1943 






















HERE’S YOUR POSTWAR MARKET 


ror ALEIN'S 
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Linemen—electricians— good workmen everywhere , K x I 

are still relying on the Klein’s they bought before Ss ©: % 

the war to help them get their important jobs done. 0 I ‘I L 
N | 3 


When the war is won, many of these Klein owners > 
will want new pliers and equipment—many others | ies fay unin 
who learned of Klein quality in the Army and Navy ’ 
will want Klein tools, also. 

There is an extensive postwar market for you in 
Klein equipment. Make a note now to see that you 
will be in a position to furnish Klein tools to your 
customers who want them when the war is won. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: international Standard Electric Corp., New York 


oom WO LEN 


3200 BELMONT a Veeco ee 
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Owners of good tools realize the 
importance of getting the maxi- 
mum service from the tools thes 
use. To help them secure this 
service, we have prepared an 
illustrated booklet on the proper 
care and use of tools. 1f you have 
@ customer who would I’ke one, 
we will be glad to send it. 
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io. JACKES-EVANS 


OR the past 3 years, much of our production has 
been given over to equipment for the Armed Forces. 
Our loyal, conscientious workers have devoted them- 
selves as sincerely and as steadfastly to doing a job 
for Uncle Sam as they have always done in making our 
regular line of products for you. 
As a result, these workers have received the Army-Navy “E” 
Award as a mark of their “high achievement in War 
Production”. 
For more than 50 years, we have served America with de- 
pendable products for the home. Today, we are humbly 
proud of our part in producing equipment to help pro- 
tect American homes! 











. LOUIS, MO., U. 
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An Important 
Announcement... 


VISCHER PRODUCTS COMPANY 


CHICAGO, ILLINOIS 
REGARDING 


TYPE PRESSURE COOKERS 


When peace comes and materials are available, Landers, 
Frary and Clark of New Britain, Connecticut, makers of 
“Universal” household products, and The Aluminum Cook- 
ing Utensil Company of New Kensington, Pennsylvania, 
makers of “ Wear-Ever” utensils, will manufacture and sell 
pressure cookers using the “Flex-Seal” type closure— 


“Universal” exclusively in the stainless steel field and 





“Wear-Ever” exclusively in the field of aluminum. Both of 
these companies have been: licensed to make pressure 


cookers under patents of Vischer Products Company. 


VISCHER PRODUCTS COMPANY ' 


‘ 


me 2 


PRESIDENT 
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CAMILLUS 


CUTLERY COMPANY 


says THANK YOU TO ITS MANY CUSTOMERS OF 
PAST YEARS — AND TO ITS INDUSTRIOUS MEN AND 


WOMEN — WHO HAVE MADE THIS AWARD POSSIBLE. 
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On farget e Without the thin steel fins which hold a dropping 
bomb steady on its target, our bombardiers might as well open the bomb 
bays and just let ‘em go overboard. The deadly-accurate Norden bombsight 
would be useless. There’s nothing amazing about those steel tail-fin sheets 
—nothing except the fact that they must be produced fast—and well. This 
is one of the war jobs on which Bethlehem sheet mills are hard at work. 


i4 
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Heavy-duty, highly-durable finishes on metal are needed to help America finish the Big 


Job on hand. That's why the “soldiers in overalls” who operate Autoyre’s automatic 


plating and finishing equipment are performing a distinguished service for Victory. 


=. as Manufacturers of Bathroom and Kitchen 
LVZy "Accessories, Now 100% in War Production. 


THE AUTOYRE COMPANY OAKVILLE, CONNECTICUT 





INVEST IN AMPBROCA’S FUTURE BUY U.S.WAR SAVINGS BONDS! 

















Here's one of the thousands of landing barges 
equipped with Myers Bilge Pumps to assure 
dry boats in rough seas. Other types of Myers 
hand and power pumps are in the war, too, 
handling a wide range of jobs. 

This participation in war work has developed 


new ideas, new facilities and new methods. 
These improvements are being reflected in all 


Myers products. You can continue to look to 
Myers for the finest in pumping equipment. 


Myers products in increasing quantities are 
available for essential farm installations un- 


der Farm Equipment Limitation Order,L-257. 


THE F. E. MYERS & BRO. CO. 
163 ORANGE STREET, ASHLAND, OHIO 


Myers Marine Pump- 
ing Equipment is speci- 
fied by the U. S. Navy, 
Coast Guard and Ma- 
rine Engineers. 








CV MYERS ~~ 
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Now they fly ten times as long 
without overhauling! 





The flimsy crates of World War 1 needed over~ 
hauling after as little as 24 flying hours. 
But today’s planes fly hundreds of hours at 
much higher speeds before a major overhaul. 
The reason? New materials, new designs and new 
methods of finishing metal surfaces. Finishes 
so nearly perfect that bearings, cylinders, 
pistons and cams are wade practically wear- 
root! It’s a process in which Carborundum 
has played an important part...dy supplying 
the finishing wheels and stones required. 


Formerly ultra-finishing was a long 
tedious task. But thanks to the new 
process, finishes accurate to a few 
millionths of an inch can now be pro- 
duced on ground surfaces on a produc 
tion basis. Application of these 
finishes to wartime engine production 
has improved the fighting efficiency 
not only of planes, but of tanks and 
other motorized equipment. Fewer men 
are needed for maintenance and repair. 















Ultra-finishing with extremely 
fine grit wheels—as fine as 
600 grit—is only one of many 
ways in which Carborundum may be 
able to help you save precious 
time. If you have a production 
problem that abrasives might 
solve, write The Carborundum 
Company, Niagara Falis, New York. 


Cagberindem i 6 route lered trade mers of and ini 
cates manntectare by The Carborunduns Company 

















This should 


make us both 
feel better ! 


OU hate to turn down a customer be- 
cause you're temporarily out of stock. 
And we hate to delay shipments to you. 


But a story like the one reprinted here 
ought to make us both feel better. 


This Carborundum ad appeared in Time, 
Fortune and Newsweek. It explains how 
improved abrasive methods help Ameri- 
can planes to fly ten times as long between 
overhauling as World War I planes were 
able to do. And the ability to keep our 
planes in the air has had a lot to do with 
recent American successes. 


We will continue to do our level best to 
supply your “necessity requirements.” 
Meantime we're asking you to remind 
your customers that abrasive products are 
“Weapons for Production” —to use them 
wisely. When they know the job abrasives 
are doing in the war effort, we know 


they'll be glad to do this as a duty. 

















Every hour this war is shortened will save $12,000,000. The lives it will save are priceless. 
Let’s get it over with—quickly! 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


REG. U.S. PAT. OFF, 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 
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(Carborundum is a registered trade-mark of ard indicates manufacture by The Carborundum Company 
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“FILE FILOSOPHY,” the new ©@ “IT’s A MACHINE AGE,” say the wiseacres. Yet the 
48-page Nicholson book, will use of hand tools—files especially—is greater than ever. 
give you a fresh apprecia- The war effort has created a need for many more files— 
tion of filing — one of the not only to produce essential new equipment but to make 


most widely applied me- ‘ 
chanical operations not old equipment last longer. 


done by machines. ® Today’s situation is vastly different from that of peacetime. 
Send for a copy. Farmers will have to do more implement repairing. Truck oper- 
ators, millers, lumbermen, quarry operators and other machinery 
users have the same problem. Household-appliance repairmen are 

loaded with work. 


¢ Then there are also the small machine and repair shops (with one 
to a dozen employees) which have swung into subcontracting on war 
materials or parts . . . and doing much of the work by hand. 


e Every hardware man should resurvey his widening field. He is becoming 

more and more important as headquarters for shop, farm, work-camp and 

general repair tools. Study your range of file needs . . . and let quality— 

Nicholson or Black Diamond brands—make up for any limitations in quantity 
that you may encounter. Keep in touch with your jobber. 


NICHOLSON FILE CO., 25 Acorn St., PROVIDENCE, R. 1I., U.S.A. 


(Also Canadian Plant, Port Hope, Ont.) 
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FARM lad, no doubt. Thousands 
of folks who have lived on farms 
know the comfort and security that 
go with living under a steel roof. 
These advantages, plus economy, ex- 
plain the swing to steel rooting in 
recent years. 

Right now, of course, farmers are 
having to wait for new steel roofs. 
War demands come first—and there’s 
little steel left for civilian uses. But 
you can be sure that the trend to 
steel roofing will continue again after 
the war. 

To maintain the markets that you 
dealers have helped us build for steel 
roofing we are doing two things: 

1. We are continuing to advertise 
U-S-S Roofing and Siding Sheets in 
leading farm magazines. We’re keep- 
ing the name alive. And this adver- 


“O-w-w-w— the last 


good roof on this island!” 

























(Released by The Bell Syn 


dicate, Inc.) , 








tising tells your customers the impor- 
tance of taking care of buildings dur- 
ing wartime — gives good, practical 
suggestions. 

2. We are offering plans for con- 
struction of modern, efficient farm 
buildings. They’re complete — in 
blueprint form. They include a cattle 
shelter, poultry brooder houses and 





machinery sheds. In our advertising 
we offer these plans free to farmers— 
suggesting that they come to you for 
them. 

Write us for your free copies. We'll 
send you a book showing all these 
plans. Write to Agricultural Exten- 
sion Bureau, 621 Carnegie Building, 
Pittsburgh, Pa. 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 


U-S°S STEEL ROOFING AND SIDING 


COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 


United States Steel Export Company, New York 





HARDWARE AGE 






























ising 
ers— 
uu for 


We'll 
these 
kten- 
ding, 














Good Will or IIl 
Will in the Post- 
War Period?:— 


As war-imposed economic 
dislocations become more acute 
in this country, shortages be- 
come more severe for even the 
most essential civilian goods. 
The hardware distributing fra- 
ternity is realizing this condi- 
tion more each week, despite 
the fact that most wholesalers 
and retailers have continued in 
business with reasonably fair 
quotas of normal goods and 
varied opportunities for add- 
ing non-critical goods not han- 
dled previously. There is much 
criticism to be heard, some 
jangled nerves are in evidence 
and some ill will is develop- 
ing. Wholesalers have been 
very critical of manufacturers 
and retailers equally critical 
of wholesalers. In many cases, 
this criticism is bitter, deep- 
rooted and may seriously af- 
fect post-war relations in both 
groups. The basic complaint 
in both instances is similar. 
The charge is made that man- 
ufacturers are indifferent to 
the needs of wholesalers, pre- 
ferring the big volume war 
orders and that they could, if 
they cared enough, provide 
more merchandise to the trade 
than is being made available 
at present. This opinion has 
been heard for more than 18 
months and some jobbers are 
reported to be keeping “little 
black books” for reprisal ac- 
tion when these producers re- 
sume normal business and are 
again seeking wholesale hard- 
ware volume. More recent, 
yet just as vocal and far more 
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numerous, are the charges by 
retailers that wholesalers are 
grabbing off all the industrial 
hardware business they can get 
to the detriment of their ser- 
vice of supply to retailers for 
resale. And here again is 
heard the threat to “remember 
this treatment when so-and-so 
starts calling on me for busi- 
ness after the war.” Some 
wholesalers are actually being 
quoted as expressing a “so 
what?” attitude and so are 
some manufacturers. If true, 
this is not an intelligent policy 
for either branch of the indus- 
try to pursue. It will not pro- 
vide needed post-war good 
will. It can bring about nothing 
but ill-will and disrupted busi- 
ness relations when the war is 
over. 


Maybe This 
Criticism Is 
Justified:— 


Some sage once observed 
that “criticism is the cheapest 
and most plentiful thing we 
have.” But the criticism un- 
















der discussion may be entire- 
ly justified — not necessarily 
hecause manufacturers and 
wholesalers are guilty of being 
wilfully indifferent to their re- 
spective trade customers, but 
because both may have failed 
to properly inform and con- 
vince their customers of “their 
side of the story.” When peo- 
ple get angry and feel abused 
or neglected you cannot expect 
to make any headway in the 
direction of good will with sar- 
castic comments such as “don’t 
they know there is a war on?” 
or “they should have enough 
intelligence to understand the 
situation,” etc. Obviously, un- 
der war conditions “first things 
come first” and that means 
Army, Navy and maritime 
needs ahead of all else. If 
business firms don’t comply 
willingly with this rule they 
are forced to do so by the gov- 
ernment. The priority system 
is for that purpose. But even 
under the pressure of current 
conditions, no manufacturer 
or wholesaler should feel too 
important or too busy to make 
every effort to keep his trade 
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fences mended for the post-war 
period when the trade custom- 
er will again be king. It is 
not sufficient to state just once 
your regrets for present limi- 
tations and hopes for con- 
tinued good relations after the 
war. The factors involved must 
be explained and _ repeated 
continually in your trade ad- 
vertising and sales contacts— 
and at every opportunity. You 
remember, no matter how busy 
you may be, to continue to tell 
your wife that she is still 
your sweetheart (assuming, of 
course, it is so) and you must, 
in your business life, continue 
to expound the similarly im- 
portant status of your trade 
customers in your company’s 
policies and activities (again 
assuming that it isso). Indif- 
ference, ostensible or actual, is 
a cardinal sin in human rela- 
tions and an unpardonable 
error in business relations. 


Many Hardware 
Firms Will Keep 
Their Fences 


Mended:— 


Fortunately, there are quite 
a few hardware manufacturers 
and wholesalers who have kept 
and are keeping their trade 
fences in good repair. They 
will reap the benefits of such 
policies in the post-war period 
and especially in any “let- 
down” period which may fol- 
low the first boom reaction of 
the cessation of hostilities. 
Their claims for continued 
good will may not be any bet- 
ter than those of their competi- 
tors, but they don’t forget 
to tell their trade customers 
what they are doing and why; 
what they are planning for the 
duration period for the trade, 
insofar as they are permitted 
to do so, and, best of all, what 
they hope to provide in the way 
of goods and services in the 
post-war period. Their cus- 
tomers don’t feel neglected, 
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forgotten, or unimportant even 
if shipments are scant and 
slow. Some producers offer 
only small quotas, others offer 
substitute materials or dras- 
tically simplified lines but 
whatever it is they can or can- 
not offer they are making the 
facts known. Some are pure- 
ly speculative in their post- 
war plans. A few are more 
than slightly specific but again 
they are telling the trade. 
Every issue of HARDWARE ACE 
includes some statements in 
the advertising and news pages 
providing such messages from 
leading manufacturers. Some 
wholesalers have rather ambi- 
tious post-war plans, primarily 
in the “thinking out loud” 
stage at present, and they, too, 
are letting their stories be 
known through letters, bulletins 
and personally delivered mes- 
sages through their sales de- 
partments. Such policies breed 
good will and should harvest 
preferred consideration when 
the war is over. The manu- 
facturers and wholesalers who 
do keep their fences mended 
now will prosper and reap the 
benefits of the good will they 
have engendered. The others 
will not. 


Looking Over 
The Fence—or a 
Brief Resume:— 


From our vantage point in 
the hardware industry’s watch- 
tower, we can often see and 
sense, impartially, the inevita- 
ble and perfectly human devel- 
opments that worry the hard- 
ware business and every so 
often cause bad trade rela- 
tions. Take the present upset 
situation as an example. Man- 
ufacturers pleaded with whole- 
salers, and wholesalers plead- 
ed with retailers (and both 
still do and must) to obtain 
each and every priority avail- 
able on every order. Only in 
that way could replacement 
purchase be made following a 





sale. For too long a time these 
pleas fell on deaf ears. The 
wholesalers who asked deal- 
ers for ratings were negligent 
themselves in the matter. This 
situation threatened wholesal- 
ers and dealers with selling 
themselves out of business on 
many lines. At best, the pri- 
orities available, in most cases, 
were not too good but they 
were that much better than 
nothing. Wholesalers decided 
that in order to get priorities 
they had to make more sales 
to war factories. The very 
natural development has been 
the wide-spread growth of the 
industrial hardware depart- 
ment in most wholesale estab- 
lishments. They found that 
only on such high rated orders 
could they get good ratings for 
replacement and there you 
have the inevitable first law 
of nature, that of self-preserva- 
tion, coming into full effect. 
Most manufacturers will agree 
that for many months whole- 
salers have been doing a bet- 
ter job of getting priorities and 
the reason is that they have 
been getting more factory busi- 
ness in proportion to their total 
sales. In other words, they are 
doing just exactly what man- 
ufacturers have done and 
are still doing—and for the 
same reason, because they 
want to stay in business. Most 
fair-minded dealers will un- 
derstand this situation, even 
though they can’t and won't 
like it. They, too, will seek 
war factory business if avail- 
able which, with available nor- 
mal goods and the sale of non- 
critical available lines, will 
help them to stay in the pic- 
ture. On strictly civilian goods, 
however essential, shortages 
will not only continue but will 
unquestionably get worse he- 
fore they get better. The Of- 


fice of Civilian Requirements, 
under Arthur D. Whiteside, is 
trying to relieve the situation 
and to ease up on the flow of 
(Continued on page 69) 






HARDWARE AGE 




















1ese 
The 
leal- 
gent 
This 
osal- 
ling 
s on 
pri- 
ses, 
they 
than 
ided 
ities 
ales 
yery 
een 
the 
yart- 
tab- 
that 
ders 
| for 
you 
law 
rva- 
fect. 
zree 
ole- 
bet- 
and 
lave 
usi- 
otal 
are 
1an- 
and 
the 
hey 
fost 
un- 
ven 
on’t 
eek 
ail- 
nor- 
10n- 
will 
pic- 
ods, 
ges 
will 
he- 
Of- 
nts, 
, is 
tion 


y of 








































































r 








& 
\. 
\ 
> 
\ 


cfefefcfefe 


Information obtained from ‘‘Taking the Mys 
tery Out of Builders’ Hardware,’’ published 
by HARDWARE AGE. 
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‘““How’s this for 


a real plan, Bill...” 


“As you know, my builders’ hardware business just sort of grew 
up by itself before the war. I didn’t have much system, got quite 
a few orders, but lost a whale of a lot that I might have had. 

“But I’ve decided the time is ripe to plan a real builders’ hard- 
ware department. Not extra fancy —- but I do want to have a 
complete line eventually. I’m partitioning off space for a nifty 
display office where the line will be easy to display and easy to sell. 

“‘You’re in the building business, Bill, and I can tell by your 
expression that you like the idea...” 





* * * 






Just like that, foresighted hardware dealers are starting plans for 
the certain post-war revival of local building activities. They 
realize, now that they’ve had to do without, what a good line of 
business it was, and what a profit-maker it will be if properly 
organized. 

Now, Lockwood’s policy has always been to take the mystery 
out of builders’ hardware — to make a complete line available — 
to make a model stock easy to carry, easy to display, and easy 
to sell. We feel that every Lockwood franchised dealer is entitled 
to our friendly, interested cooperation — from high quality man- 
ufacture right on through successful sales to satisfied customers. 

For example, it’s quite possible that you would like a number 
of tried and true suggestions for installing a special department — 
tips on stock arrangement -~ display ideas — all the things that 
other dealers have found handy, efficient and profitable. We are 
prepared to make this service available to every qualified Lock- 
wood dealer. You’ll find it worth following up. " 





HARDWARE MFG. CO. 


Division of Independent Lock Co. 
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P.. to our defense 


program and our subsequent entry 
into the present war, the hardware 
dealer did not have to worry very 
much about the availability of 
stocks of heating stoves adequate 
for his trade. Subject to his credit 
rating, buying power and potential 
market, he could and did buy as 
heavily or as lightly of this line 
as he deemed it prudent. But 
with the increased tempo of our 
defense and later war needs, the 
supplies began to tighten drasti- 
cally. Now he has the added bur- 
den of contending with nation- 
wide rationing of heating stoves 
of many types to further restrict 
his buying and selling of this line. 

Because of the shift of popula- 
tion in many areas—and the mush- 
room growth of some communities 
near war industries, the problem 
of heating temporary buildings 
and of more adequately heating 
older buildings converted into mul- 
tiple dwellings has become one of 
increasing importance. With many 
old and well established stove 
makers now devoted in whole or 
in part to the production of war 
equipment, stove production has 
had to be drastically limited. 

Prentiss M. Brown, OPA Ad- 
ministrator, has said of the stove 
problem, “Some people need stoves 
more than others do. We can’t 
afford to waste materials that have 
been diverted from the production 
of ships, tanks, and guns. The 
few stoves available must go 
where they are most needed.” 

In line with this statement, 
HarpwarReE Ace offers in these 
pages hints for the merchandising 
of heating stoves together with an 
outline of the principles of Ration 
Order 9A. The Office of Price 
Administration has issued OPA 
Form R-903 entitled, “Stove Ra- 
tioning Manual for Dealers and 
Distributors with Instructions Un- 
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How to Merchandise) ii 


Suggestions for dealers who are 
anxious to let their trade know 
that they have stoves in limited 
quantities for those who may be 
eligible to purchase them 











“Be in a position to advise the consumers in your trading area 
whether or not they will be eligible for new heating stoves.” 


der Ration Order 9A.” The high- 
lights of this manual are outlined 
in this article, together with mer- 
chandising suggestions for those 
dealers anxious to let their trade 
know that they have stoves in lim- 
ited quantities for those who are 
eligible under the rationing plan 
to purchase such units. 


Here’s How to Sell ‘Em! 


1—Know your ration regulations 


Be in position to advise the 
consumers in your trading area 
whether or not they are eligible 
for new heating stoves. If you do 
not know where the War Price 
and Rationing Board for your sec- 
tion is located now is the time to 
check if you are in the heating 
stove (or cooking stove) business 
and intend to continue in that 


field. From it or some other OPA 





unit obtain a copy of OPA Form 
R-903, “Stove Rationing Manual 
for Dealers and Distributors.” By 
knowing the rules—the highlights 
of which are included in these 
pages—you will help the war ef- 
fort by being able to tell consum- 
ers whether or not they have any 
claim to the right to obtain a new 
heating stove. The dealer who can 
give prospects in his district the 
correct data as to ration require- 
ments stands a good chance—sub- 
ject to local allocations—to make 
sales to those eligible. Indeed the 
dealer should keep in touch with 
the local board to keep abreast of 
changes that may occur in ration- 
ing requirements, for as in other 
rationed lines regulations are sub- 
ject to change particularly to keep 
in line with increased or de- 
creased supplies. As to eligibility 
of consumers for the purchase of 
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(Subject to OPA Ration Order 9A) 


new heating stoves covered by Ra- 
tion Order 9A this is outlined in 
Schedule A of this article appear- 
ing on page 74 of this issue. Deal- 
er obligations under OPA Ration 
Order No. 9A are briefly sum- 
marized in Schedule B of this 
article on page 75 of this issue. 
Included in Schedule B is an out- 
line as to the allowable inventory 
and how it is determined. Since 
not all stoves are covered by Ra- 
tion Order 9A the types of stoves 
and equipment rationed and not 
rationed by this order are given 
in Schedule C, page 76 of this 
issue of HARDWARE AGE. 


2—Offer repair service 
and parts 

Among the repair or replace- 
ment parts needed for heating 
stoves are dampers, pipes, ash 
pans, shakers, etc. Display some 
of these and other parts where 
customers and prospects can see 
that you have them. And wher- 
ever and whenever you advertise 
your wares and services, indicate 


that you have repair parts and can 
get them. Emphasize the fact that 
customers cannot obtain. new 
equipment where, in the opinion 
of the local board, present equip- 
ment can be repaired to make con- 
tinued use possible. Play up the 
fact that aside from the regula- 
tion, customers having old repair- 
able units fixed, are thus helping 
conserve critical materials for use 
where more needed as part of the 
war effort. 


3—Offer time payment sales 
Permit good credit risks to buy 
on time, or deferred payment 
plans subject to Regulation “W.” 
Should a finance company handle 
the paper the idea of having pay- 
ments made at your store is a good 
traffic builder. Under Regulation 
“W” the hardware dealer has long 
had a “break” against the competi- 
tion of “dollar down and dollar 
when you catch me” operators. 
Briefly, the regulation requires 
that, in the case of heaters, the 
down payment shall not be less 











“Have one of your 
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heaters in operation outside the store.” 















By KENNETH A. HEALE 


Associate Editor 
of Hardware Age 





than 33 1/3 per cent, with the bal- 
ance payable in 12 months, pay- 
ments to be not less frequent than 
once a month, and the value of 
the unit sold to be any amount 
over $6.00. A dealer making a 
sale under Regulation “W” must, 
of course, be licensed by the Fed- 
eral Reserve Bank to make such 
sales, and must in each sale issue 
a statement of transaction de- 
scribing the article, giving cash 
price, down payment, deferred 
balance, time balance owed by 
purchaser and terms of payment. 
When’ a charge account is in de- 
fault the registrant may not ex- 
tend credit to the obligor for any 
charge sale or instalment sale. 
Adjustments are, of course, per- 
missible in the instance of people 
with seasonal incomes. 


4—Sell your repair service 


It is not sufficient to merely 
offer repair service and parts. You 
must really let the world know 
about it by advertising by news- 
paper, direct mail, in show win- 
dows and store, by radio, etc. Use 
any or all of these methods for 
this purpose in line with your ex- 
periences as to the most worth- 
while advertising media for your 
territory. In your advertising, be 
sure to point out briefly the cir- 
cumstances under which users of 
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old equipment may obtain new 
units, emphasizing not only the 
regulation angles but also the fact 
that such restrictions are a neces- 
sary part of our war effort. 


5—Demonstrate your heaters 


Have one of your heaters in 
operation either in the store or 
on the outside—but not on a hot 
day and only for a limited time 
daily, because of fuel shortages. 
If practical, use heat and flame 
resistant glass in such a way that 
prospects can see the flames in- 
side the heater. Such a demon- 
stration speaks more effectively 
than all the conversation in the 
world. And have facts as to the 
heating capacity of the model in- 
dicated on a sign or card next to 
the heater. On it indicate the heat- 
ing capacity of that model with 
data as to the fuel cost of oper- 
ating and using the unit. Indicate 
briefly to whom such units may 
be sold in line with ration require- 
ments. 


6—Advertise your heaters 


Everyone in your community 
should know that your store is 
the place to get heating stoves. 
Even so, many who have known 
that fact for years need to be re- 
minded. In your regular circular, 
direct mail, radio and/or radio 
advertising remind district resi- 
dents that you have stoves which 
are salable to qualified purchasers. 





Tell customers briefly how and 
why they may be eligible for a 
new heating stove. 


7—Watch the social columns 


When you learn through the 
social columns of an impending 
wedding or the arrival of new 
residents, contact the newcomers 
or prospective newlyweds to see 
whether or not they are eligible 
for a new heating stove. Such con- 
tact may also develop leads for 
other household needs including 
both critical and non-critical lines. 
Thus, in war times as in peace 
times, watching the social columns 
can pay dividends. 


8—Remind them about 
fuel conditions 


The war has disrupted the fuel 
supplies—coal, oil and wood, so 
you are doing your prospects and 
customers a big favor when you 
remind them to buy their fuel as 
promptly as possible to assure 
themselves of the needed supplies. 
The oil rationing situation changes 
from time to time. So keep your- 
self up to date on that angle in 
order to help your customers. 


9 





Show ’em early 


People in your community now 
may be complaining of warm 
weather. But remind them that 
the war is limiting supplies of 
heaters even for those entitled to 
them and that it is “first come, 





“When you learn through the social columns of an impending wedding 
or the arrival of new residents, check them to see if they are eligible.” 
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first served.” Show your heaters 
right now—in either warm or cool 
weather. Display them in the 
store and, subject to local ordi- 
nances, right in front of the store. 
You may not like “on the side- 
walk displays” but you do want 
to sell heaters and that is one ex- 
cellent way of showing the town 
that you are very definitely in the 
heater business. 


10—Use window displays 


As pointed out elsewhere, win- 
dow displays represent another 
very effective way of showing the 
town what you have to offer in the 
way of heaters. Devote an entire 
window to heaters, with cards in- 
dicating the capacities, advantages 
and price of each model. Use 
manufacturers’ display material, 
such as is now available. Tell 
about rationing, too. 


11—Check back on sales 


When a customer has obviously 
had sufficient use from his new 
heater to convince him of its effi- 
ciency telephone and ask him how 
the heater is serving its purpose. 
Frequently a satisfied customer, 
who might not otherwise think of 
calling your attention to a pros- 
pect, will by this courteous action 
suggest that you contact a neigh- 
bor for a heater sale. 


12—Make sure people see them 


You cannot, with present-day 
curtailed staffs, keep shifting mer- 
chandise as you can in normal 
times. But you can and should 
see that at least one of your best 
selling models is right up in front 
where all customers can see it. If 
your sales room is arranged for 
showing all of your various mod- 
els well up front, then, Mr. Hard- 
ware Dealer, go to it and get them 
up there—if it is humanly pos- 
sible to do it. 


13—Exhibit at county fairs 


Despite the war, many fall 
county fairs will be operated this 
year. If you are in the habit of 
having an exhibit at such gather- 
ings be sure one or more of your 
best selling models is included to- 
gether with talking cards and the 
offer of advice and assistance as 
(Continued on page 74) 
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Tarzian Repairs More Than 150 
Major Appliances Each Month 


Profit-sharing plan and stock control 
set-up helps Brooklyn, N. Y., firm do a 
steady, worth while volume in repairing 
washers, ironers and vacuum cleaners 


M ARTIN TARZ- 


IAN, Brooklyn, N. Y., has long 
been known for his aggressive ap- 
pliance selling methods and as a 
man who believes in and practices 
stock control. Advertising, prompt 
deliveries and pickups, efficient re- 
pair service and outside selling 
helped, through the years, to push 
the appliance business of Tarzian 
Bros., hardware dealers, well into 
the fore. The appliance business 
grew so large that “Marty” Tarz- 
ian, as he is better known, now 
devotes his entire time to appli- 
ances and appliance repairing. 
When production lines in appli- 
ance plants started to close down, 
“Marty” Tarzian decided to go 






Fe 


tioned machines. 
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This window calls attention to the vacuum 
cleaner repair service and offers both new 
and reconditioned units. Price tags indicate 
the new, and the “guaranteed” of recondi- 


after the repair business to a 
greater degree. He has done so 
with a vengeance and with the help 
of his mechanic, Richard Delber- 
ian, and Miss Dorothy Earl, who 
handles phone calls and keeps the 
records of the appliance activities. 
“Dick” Delberian and “Marty” 
Tarzian have a very equitable 
profit-sharing plan in the appli- 
ance repair business, and Miss 
Earl also receives a percentage of 
the profits. All three draw set 
salaries as well as their percentages 
of the profits figured at the end of 
each month. Mr. Tarzian says, 
“My mechanic is in business for 
himself. His position must be eco- 
nomically sound if he is to be 
happy.” With the profit-sharing 
plan it is not only to the advan- 











SERVICE SLIP 
DATE, 





NAME 





ADDRESS 





TELEPHONE, 





SOURCE OF INFORMATION, 
MACHINE, 





HOW OLD 





TIME TO CALL, 





WHAT IS WRONG. 





LAST SERVICE DATE. 
WHAT DONE 




















Fig. 1—Miss Earl uses this slip to 
record her conversation with the 
prospect who tells her make and 
type of machine, what is wrong and 
other details. The original slip 
measures 51/2 by 31/2 in. 


tage of the owner to get in plenty 
of appliance repair jobs and get 


“Dick” Delberian refinishés an aluminum 
washing machine in the spraying booth. 
All reconditioning jobs are complete 
in every detail on leaving Tarzian’s. 
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191-93 7TH AvE., B’KLYN, SOUTH 8-6100-1 


UM 
s 
um| CE 
s 
UMI CE 
s 
VACUUMICE 
SALES 
SERVICE 

















Fig. 2—This slip in quadruplicate provides records fr office, customer and shop. Each slip is 5 by 3 in. 


them out as promptly as possible 
but it also pays his two associates 
very well. 

When Miss Earl receives a tele- 
phone inquiry for new appliances, 
she politely informs the prospect. 
“As a matter of fact, while we 
can’t sell you a new machine we 
can make your present one like a 
She then outlines the 
reconditioning services offered by 
—since the firm tries to 


new one.” 


the store 
sell complete reconditioning jobs 
instead of mere repair service. 
With the parts and machinery and 
equipment available for complete 
reconditioning work, this is no idle 
boast. When a washer, ironer or 
vacuum cleaner leaves Tarzian’s 
after a reconditioning job every- 
thing is shipshape. In most in- 
stances, the machine even bears a 
new decalcomania with the manu- 
facturer’s brand name. 

Shown on these pages is the 


acoress 






“service slip” (Fig. 1) filled out 
by Miss Earl each time a service 
call comes over the wire. It has 
space for date, name of prospect 
address, telephone number, source 
of information (how the inquirer 
learned of Tarzian’s), kind of ma- 
chine, age of machine, time for 
call, what is wrong, last service 
date and what was done to the ma- 
chine at that time. Frequently, the 
caller gives such complete data as 
to what is wrong that the repair 
man knows in, advance just what 





REPAIR AND SERVICE CONTROL SHEET 






Date 





owe soeto 








oant 





Fig. 3—This sheet, measuring 12 by 91/4 in. when complete. is the heart of the repair unit's stock control 
system. It gives the proprietor, his office assistant and mechanic a double check on each transaction. 


WAITING FOR 
Pants on 
stevice 






he is looking for. On the reverse 
side of the card Miss Earl notes 
any other pertinent facts that will 
help the repair man. 

The firm keeps a file of pictures 
—hbefore and after—of washers, 
ironers and vacuum cleaners in 
order to prove its “like new” offer. 
When a prospect wants to know all 
about a job that has been done. 
these pictures are exhibited and 
the prospect often becomes a cus- 
tomer for a reconditioning job on 
that basis. That the Tarzian, Del- 
berian and Earl trio really “clicks” 
is proven by the fact that from 150 
to 160 jobs are handled during 
most months. For example, 160 
washers, ironers and vacuum 
cleaner repair jobs were cleared 
in March, 140 in April and an 
even better record was piled up in 
May. 

In addition to the service slip 

(Continued on page 82) 
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Oty Fae 


B. F. Osteen completes a sale by filling out the proper 
forms which a customer must sign at the “ration desk.” 





“Ration Desk” Saves Time 
And Simplifies Selling 


A “RATION DESK” 


has been set up by Darby Hard- 
ware Co., Florence, Ala. On this 
desk are all the forms and specific 
rules and regulations governing 
the sale of rationed goods carried 
by this company. According to 
B. F. Osteen, executive of the com- 
pany, it has saved precious time 
for every employee and has sim- 
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plified the selling of rationed 
goods. 

The desk is located adjacent to 
the wrapping counter. It is of a 
special design in that it has a 
blackboard panel approximately 
18 in. high running along the 
back. This slopes slightly to the 
rear. The space here is divided 
into sections each of which carry 
headings referring to various ra- 
tioning and priority orders with 
which the company must deal. 


One,section is headed as fol- 


lows: 
P-84 Plumbing and Heating Re- 
pairs 


Over $5.00 

Repair and maintenance 

In this section under a spring 
clip supported on a hook will be 
found forms to be used in making 
sales of this merchandise which 
forms are to be signed by the cus- 
tomer. Other specific instructions 


(Continued on page 73) 


The Darby Hardware Co.,Florence, 
Ala., uses it in solving ration- 
ing problems and finds it aids 


both customers and sales staff 

























“If the floor is very dirty 
the entire surface can be 
sanded . . It should 
then be refinished and 
filled so that dirt and 
dust will not be ground 
into it again.” 


—_ retail hard- 


ware store should be given a 
complete cleaning at specified in- 
tervals. A certain amount of house- 
keeping, such as dusting displays 
and removing trash and litter from 
the floor, must be done every day. 
This type of cleaning, however, 
only touches the surface. Once or 
twice a year the entire store should 
be thoroughly overhauled and this 
walls, 
lighting equip- 


means cleaning ceilings, 
fixtures, shelves, 
ment, floors, rest rooms, and other 
facilities that are connected in anv 
way with the merchandising and 


selling functions of the store. 


Walls and Ceilings 


These surfaces do not have to 
be repainted every year. Fre- 
quently, they can be washed thor- 
oughly using a good paint cleaner 
sold by the store. Men experi- 
enced in this work will probably 
be able to do a better job in less 
time but, if you can’t find this 
type of help, less experienced 
persons can do the job. 
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The ceiling should be washed 
at night or at some time when the 
store is closed. It is necessary to 
cover merchandise displays in 
order to protect them and this is 
not desirable in the daytime. Then, 
there is the danger that if this 






























































“Men experienced in this work 
will probably be able to do a 
better job in much less time.” 


It's Time to Remove the 


cleaning is attempted during the 
day some customer’s dress or suit 
may accidentally be spotted by the 
cleaning compound giving rise to 
unpleasant feelings, cleaning costs, 
and possibly expenditures for new 
garments. Walls and ceiling, how- 
ever, can be washed during the 
day without undue inconvenience. 

The repainting of walls and ceil- 
ings should be done at scheduled 
intervals. Plan to have them re- 
finished at least every other year. 
This is an excellent time to demon- 
strate how well the paint sold by 
the store does a job. 


Fixtures 


Sidewall display fixtures and 
display tables need to be thor- 
oughly cleaned. A good cleaning 
solution can be made from 1% cup 
of any standard mild soap flakes 
thoroughly dissolved in about 2 
gals. of water. Use a good quality 
wool sponge to wash the surfaces. 
Squeeze the excess solution from 
the sponge before washing. Best 
results will be secured if you clean 
a small portion of the fixture at a 
time. Remove the soap solution 
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with another sponge and clean 
water and buff with a soft cloth. 

Interiors of fixtures equipped 
with panel doors should also be 
cleaned. Dust and dirt that has 
accumulated can easily be removed 
with a clean dust rag or damp 
cloth. This cleaning job should 









































“Use a good quality wool sponge 
to wash the surfaces. Squeeze the 
excess solution from the sponge.” 
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“Properly cleaning the 
front makes the paint 
job last longer and it 
will provide a better sur- 
face for new paint when 
this is necessary. An 
attractive front is an ex- 
cellent asset.” 


Open doors have admitted a 
lot of dirt during the warm 
months. This article tells 
how you can get rid of it 


be done before the painted sur- 
faces are washed. 

Painted, enameled, varnished 
or lacquered surfaces of display 
tables can be cleaned in the same 
manner as the sidewall fixtures. 
Tops of tables receive a lot of 
wear and it may be best to repaint 
them. 

While you are cleaning display 
equipment, do not forget to clean 
or repaint display accessories 
such as, step-up units for the table 
tops, and pedestals of one type 
or another that may be used with 
tables. 


Floors 


Unpainted wood floors can be 
scrubbed with a solution made of 
any standard soap powder in the 
ratio of 8 oz. of powder to 2 gals. 
(Continued on Page 71) 

















“Use a damp cloth to clean the 
metal parts of the fixture and 
be sure to dry them thoroughly.” 
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Excelsior Springs Golf Meet 


To Be Held September 23-25 


Hardware Golf Assn. limits awards 


to regular trophies. 


Central States 


Hardware Club to have Open House 
in Chicago on Sept. 22 for golfers. 


The Golf Associa- 


tion will 


Hardware 
hold its 18th 
meeting and golf tournament 
Sept. 23-25, inclusive, 1943, at 
the Elms Hotel, 
Springs, Mo. Golf entries and 


annual 


Excelsior 


registration fees should be sent 
in advance to A. J. 


secretary, Hardware Golf Asso- 
ciation, 311 W. Lake St., Chi- 
cago, 6, Ili. 

The awards for this year 
will be limited to the regular 


trophies and to suitable medals 
for the winner of those flights for 
which no regular trophies are 
provided. Funds which would 
normally be spent for purchasing 
awards for flight winners will be 
donated to war charities. Be- 
cause of the war, no special train 
service has been arranged. Trains 
available on the Rock Island 
from Kansas City, Mo., to Excel- 
sior Springs, Mo., leave at 11:10 
A.M. and at 8:05 P.M. On the 
Milwaukee Road the trains are 
8:45 A.M. and 7:10 P.M. Buses 
from Union Bus Terminal, Pick- 
wick Hotel Bldg., Kansas City, 
Mo., leave as follows for Excel- 





A. J. EGGLESTON 


Eggleston, | 





sior Springs: A.M.—8:15; 9:30 
and 11:00, and P.M.—1:15; 3:30 
and 5:00. 

To all members of the Hard- 





W. WITHINGTON 


ware Golf Association passing 
through Chicago the day prior to 
the tournament, Sept. 22, the 
Central States Hardware Club, 
extends an invitation to attend its 
open house to be held throughout 
the day at its headquarters Room 
1840, La Salle Hotel, Madison 
and La Salle Sts., Chicago, Ill. 
This year’s fees for the Hard- 
ware Golf Association are $6.00 
for golfers and $4.00 for non- 
golfers, to be sent to the sec- 


retary of that association, 
greens fees to be paid at 
the Golf Club office. Hotel 


reservations $6.75 per day, with 
meals, two in a room, should be 
sent to Dietz Lusk, 621 E. 70th 
Terrace, Kansas City, 5, Mo. 
Golf entries will be limited to 
224 players, non-golf reservations 
being unlimited. 

On Thursday, Sept. 23, the 
qualifying round of 18 holes will 
be the program and that evening 








there will be a get together and 
entertainment. All flights except 
the Championship are to be 9 
hole handicap matches, and all 
rounds will be at 9 holes, two to 
be played on Friday with semi- 
finals and finals in each flight to 
be played Saturday. The annual 
banquet and meeting will be held 
Saturday night at the Elms 
Hotel. 

Officers of the Hardware Golf 
Association are W. Withington, 
American Fork & Hoe Co., presi- 
dent; H. A. Hoeynck, Shapleigh 
Hardware Co., vice-president and 
A. J. Eggleston, Richards-Wilcox 


Mfg. Co., secretary. 


GOULD HEADS SALES 
FOR NATIONAL BRASS 


Gilbert Gould has_ recently 
been appointed sales manager of 
the National Brass Co., Grand 
Rapids, Mich. Mr. Gould has 
been with the company for 21 
years and began his career as 
an assembler. During the years 
following he was moved to dif- 
ferent departments and acquired 
more knowledge of the business. 
Later as a salesman he covered 
the states of Iowa, Minnesota, 
Wisconsin, Illinois, and part of 
Michigan. Then Mr. Gould re- 
turned to the home office in the 





GILBERT GOULD 


capacity of assistant sales man- 
ager. He will have direct charge 
of sales, merchandising, and mar- 
keting operations of the com- 
pany. 











RUSSELL LEAVES OPA; 
—RETURNS TO AMERICAN 
FORK & HOE CO. 

Philip N. Russell, chief of the 
OPA Hardware and Mill Supply 


Unit, has announced his resig- 





PHILIP N. RUSSELL 


nation as of Aug. 25. Mr. Rus- 
sell has served with the unit for 
17 months and was formerly 
manager of the New York Office 
of the American Fork & Hoe Co., 
Cleveland, Ohio. He will return 
to that company. 
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RECENT ARMY-NAVY “E” 
PRODUCTION AWARDS 


Camillus Cutlery Co., Camil- 
lus, N. Y. 

Diamond Calk Horseshoe Co., 
Duluth, Minn. 

Eclipse Lawn 
Prophetstown, Ill. 

Gillette Safety Razor Co., Bos- 
ton, Mass. 

Skilsaw, Inc., Chicago, Ill. 

Taylor Instrument Companies, 


Rochester, N. Y. 


Mower Co., 
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CAMILLUS CUTLERY CO. AWARDED ARMY-NAVY PEN- 
NANT: Nearly 1000 persons, both employees and residents 
of Camillus, recently gathered in the plant recreation hall for 


the presentation of the Army-Navy “E” 


production award to 


the Camillus Cutlery Co, Camillus, N. Y. The master of 
ceremonies was Rev. Vernon A. Martin, pastor of the village 
church and, in his spare time, shipping clerk in the factory. 
The presentation specch was given by Lt. Col. Roswell P. 
Rosengren, Office of the Chief of Engineers, Washington, D. C. 


William D. Wallace, first vice-president and manager of the fac- 


tory, acce>ted the pennant for the company, and 
pins in behalf of the employees when 


Zust accepted the “E” 


Harry K. 


Lt. Comm. Douglas A. Elliot, naval adviser to the WPB of 
Rochester, presented them. The company merited the award 
because of its outstanding production and development of 
knives such as: aviator’s machete, ordnance trench knife, and 
a special fish knife for the life rafts on planes. 

Holding the banner, left to right: William D. Wallace, vice- 
president; Alfred B. Kastor, president, and three long time 
employees, William Kelsey, Harry K. Zust and Miss Elizabeth 


Krug. Lt. Col. Roswell P. R 


osengren, presenter of the award, 


stands at the left and beside him and partly hidden by Mr. Wal- 
lace is Lt. Comm. Douglas A. Elliot, representing the Navy. 








CONLIN MADE LANDERS 
MID-WEST SALES MGR. 


B. C. Neece, vice-president 
and general sales manager of 
Landers, Frary & Clark, New 
Britain, Conn., has announced 
the appointment of H. M. Con- 
lin as sales manager of the 
newly formed mid-western states 
sales division. Mr. Conlin will 
supervise the distribution of Uni- 
versal merchandise in the mid- 
western district with headquar- 
ters at 225 N. Wabash Ave., Chi- 
cago, Ill. Mr. Conlin, who has 
been associated with the com- 
pany as a salesman since 1930, 
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has had many years of experi- 
ence in electrical appliance sell- 
ing. 

H. H. Kimball, manager of 
the Universal Chicago office, will 
continue to direct the sales in 
the Chicago metropolitan area. 





FULKERSON HEADS 
CLEVELAND OFFICE 
FOR RAWLPLUG CO. 


Rawlplug Co., Inc., 98 Lafay- 
ette St., New York City, has an- 
nounced the retirement of Frank 
Arnold, who for the past 10 
years has been the manager of 
the Cleveland office. A. L. Ful- 





kerson, his successor, formerly 
of Reynolds Metals Co., will con- 
tinue the same offices, service, 
and warehouse as inaugurated by 
Mr. Arnold. A complete line of 
Rawlplug products, anchoring de- 
vices, will be carried in stock at 
that branch. 





STUART MANAGER OF 
WESTINGHOUSE LAMP 


Ralph C. Stuart has been ap- 
pointed manager of the lamp 
division of the Westinghouse 
Electric & Manufacturing Co., 
with headquarters at Bloomfield, 
N. J. Mr. Stuart, who has been 
with the Westinghouse Co. for 
25 years, will have complete 
charge of the lamp division, in- 
cluding sales, illumination engi- 
neering and manufacturing in the 
division’s five plants in New 
Jersey and West Virginia. 

Mr. Stuart started his career 
with Westinghouse as assistant 
foreman after his graduation 
from Oak Ridge Institute in 1917. 
He then entered the U. S. Army 
and returned to the Bloomfield 
division in 1919. Then he was 
transferred to the Canadian 
Westinghouse Co., Hamilton, On- 
tario, and shortly afterwards he- 
came manager of that plant. He 
organized two foundries, radio 
tube plant, and a lighting fixture 
plant, which operations, plus the 
lamp-making plant, now comprise 
the West plant of the Canadian 
Westinghouse Co. Mr. Stuart 
was again transferred in 1941 to 
the Bloomfield, N. J., plant, 
which he will now manage. 





RALPH C. STUART 








F. J. TONE, JR., HEADS 
AMERICAN SUPPLY 
AND MACH’Y MFRS. 

F. J. Tone, Jr., vice-president, 

The Carborundum Co., Niagara 
Falls, N. Y., has been elected to 





F. J. TONE, JR. 


the presidency of the American 
Supply and Machinery Manufac- 
turers’ Association succeeding 
A. A. Murfey, The Cleveland File 
Co., Cleveland, Ohio, who re- 
signed recently. Mr. Tone form- 
erly was first vice-president of 
the association. 


PAINE CO. APPOINTS 


WEST COAST AGENTS 


Paine Co., 2951 Carroll Ave., 
Chicago 12, Ill., manufacturers 


of hanging and fastening de- 
vices, recently announced the 
appointment of the following 


Pacific Coast representatives, all 
of whom will carry a complete 
stock of Paine products: Milnic 
Co., 119 Harrison St., San Fran- 
cisco 3, Cal., to cover Fresno and 
southern California and Nevada 
north of Las Vegas; H. H. 
Luven, 307 E. 3rd St., Los An- 
geles 13, Cal., to cover Bakers- 
field, southern California and 
Arizona; W. W. Wheat & Sons, 
560 First Ave., South, Seattle 4, 
Wash., to cover Washington, 
Oregon, Idaho and western Mon- 
tana. 


J. W. SPEAKER MOVES 
J. W. Speaker Corp., Milwau- 


kee, Wis., is now located at 
3041-3067 North Weil St., Mil- 
waukee 12, Wis. 














Col. Cass S. Hough, Daisy Vice-Pres., 
Cited for Military Flight Research 


Col. Cass S. Hough, U. S. 


Army Air Force, and in peace- 
times vice-president of Daisy 


COL. CASS 8. HOUGH 


for many years, using his private 
plane for making both business 
and pleasure trips. He was one 
of the leaders in the opening 
prior to the war of a Canadian 
| air port which later became a 
part of the British Empire’s 
training system. 


SILLIMAN NOW ASS’T 
SALES MANAGER FOR 
JAMES RHODES & CO. 


Scott A. Silliman has recently 

| heen appointed assistant sales 
| manager for the James H. 
Rhodes & Co., Chicago, I]., and 

| Long Island City, N. Y., 
| ducers of sponges, chamois, felt 
| weatherstrips, felt and steel wool. 


pro- 


| 
| 
| 


Mfg. Co.. Plymouth, Mich., air | 


manufac- 
awarded the 
Distinguished Flying Cross for 
special attainment “in indepen- 
dent flight research” and the Air 
Medal for participating in mass 


rifle and toy 


turers, has 


pistol 
been 


maneuvers of single seat fighter | 


planes. He was also one of the 
leaders of a large fleet of planes 
flown across the Atlantic within 
the past year. 

His include 


research flights 


taking a P-38 Lightning plane up | 
to 43,000 feet and taking a nose | 


dive for 25,000 feet down to 18,- 
000 feet. The speed he made in 
that flight. which he made last 
September was in excess of 780 
miles an hour. That dive be- 
lieved to be the longest in avia- 
tion history was made in Eng- 
land, Col. Hough making this 
test voluntarily, Last February 
he made a dive from 39,000 feet 
to 18,000 feet in a P-47 Thunder. 
bolt. 

At the time the Distinguished 
Flying Cross was awarded to Col. 
Hough by Brig.-Gen. Frank D. 
Hunter, European commander of 
fighter planes, the General’s cita- 
tion stated, in part, that the 
Colonel’s flights took him “know- 
ingly and deliberately into unex- 
plored scientific fields and under 
unknown conditions of com- 
pressibility and furnished invalu- 
able technical data covering the 
entire range of dive phenomena. 

“Col. Hough contributed to the 
operational data of P-38 and 
P.47 airplanes, thus increasing 
the combat usefulness of these 
fighters.” 

Col. Hough, a past president 
of the Toy Manufacturers of the 
U. S. A., Inc., has been a flyer 
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SCOTT A. SILLIMAN 

Mr. Silliman has had experi- 
ence in both the selling and pro- 
duction fields. He formerly was 
with Stewart-Warner Corp., 1826 








Diversey Parkway, Chicago, Ill., 
as contract sales manager. In 
his capacity as assistant 
manager he will work with W. A. 
Burns, Jr., vice-president in the 
Chicago office and also will be 
free to contact the customers of 
the company when contracting 
and = merchandising problems 
arise. 


sales 


LANDERS APPOINTS 
BROWN VICE-PRES. 


L. A. Brown recently has been 
appointed vice-president in 
charge of manufacturing for 
Landers, Frary & Clark Co., New 
Britain, Conn. Mr. Brown had 
been works manager for Uni- 
versal’s lower plant. 


MICHIGAN WIRE GOODS 
CO. ELECTS OFFICERS 


At the annual meeting of the 
Michigan Wire Goods Company, 
Niles, Mich., held on July 24, 
Mahlon J. Smith, general man- 
ager, was elected treasurer of the 


| company and also a member of 
| the board of directors. Mr. Smith 


has been at the Niles plant since 


| 1937, when he became assistant 


to his father, the former man- 
ager and whom he succeeded as 
manager on the latter’s retire- 
ment about two years ago. Prior 


| to returning to Niles, Mahlon J. 


Smith was employed by The 


| Washburn Company of Worces- 


ter, Mass, He started there about 
1932, first in the production de- 
partment and later as a sales 
representative in the field, cover- 


| ing eastern Ohio and Pennsyl- 


vania. 

The meeting of the company 
was held in Worcester, Mass. 
The following officers and di- 
rectors were elected: President, 





MAHLON J. SMITH 


John S. Tomajan; treasurer and 
manager, Mahlon J. 
Smith; vice-president, Ben H. 
Smith; secretary, Mahlon J. 
Smith. Directors: Nelson Hood, 
Ben H. Smith, Mahlon J. Smith, 
John S. Tomajan, and Reginald 
Washburn. 

The Michigan Wire Goods 
Company is an associate com- 
pany with The Washburn Com- 
pany of Worcester, Mass., and 
Rockford, Ill., manufacturers of 
Androck hardware and_ house 
furnishings. 


general 


BOSTON MEETING ON 
POST-WAR BUSINESS 


The 15th annual Boston Con- 
ference on Distribution will be 
held Oct. 18 and 19 at the Hotel 
Statler, Boston, Mass., Daniel 
Bloomfield, director of the con- 
ference, has announced. The topic 
of discussion is “Planning for 
Business in the Post-War Era.” 
Sessions will be open to all those 
who are interested in following 
economic trends. 








The New Home of 





Stratton, Baldwin Co., Inc. 


The new home of Stratton, Baldwin Co., Inc., which was formerly the A. Baldwin & Co., at 
700 Tchoupitoulas St., New Orleans, La., which was mentioned in the Aug. 5, 1943 issue 





of Hardware Age. 
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Remington DEALER LETTER Mam 


“Hats off to the Farmer!” 


Every once in awhile, we think, both you 
and we should observe two minutes of 
silent thanks for the farmer. For without 
aie ied the farmer’s cooperation there would be 
ie - very little hunting possible for the town 

Ben H. and city dwellers and consequently far less 


‘ahlon J. hunting equipment sold. 
on Hood, 
J. Smith, In the first place, the farmer is a big fac- 
Reginald tor in the preservation of wildlife. He 
— leaves a few rows of grain standing in fall- 
ate com- harvested fields so that game will not 
urn Com- starve in the winter. He shoots pests which 
ass., and . 

prey upon game. He works with restora- 


‘turers of z j 
id house tion agencies to increase the game supply. 


ITH 





Yes, and with the thoughtful permission 


; ON of the farmer, hunters from nearby com- 
NESS munities — most of whom cannot today 
ton Con- travel to distant hunting country — can 
Me ae hunt through his fields and woodlots. 

Phage The farmer is, indeed, one of the best 
Phe topic friends of everyone who makes or sells 
ning for hunting equipment. Hats off to him! 
ll aed Remington Arms Company, Inc., Bridge- 


ollowing port, Conn. 


——EE 





Inc. 


Did you know that since Pearl Harbor 
Remington has produced three times as 
much small arms ammunition as the 
entire country produced during all four 
years of World War I? ’Struth! 
v v Vv 
Tall Story Department: Ed Casey claims 
he has to salt his Kleanbore Hi-Speed 
.22 bullets. Claims he hits game so far 
away that the meat would spoil before 
he could get there if it weren’t salted! 
v v Vv 


Buy Bonds today so you won’t be in 
them tomorrow! 





Vv v 
“Kleanbore” and “Hi-Speed” ave Reg. U. 8. 


“He says will we take two red ration coupons for a box of Pat. Of. 
Kleanbore Hi-Speed .22’s?” 











SEPTEMBER 2, 1943 











J. C. ARMSTRONG NOW 
IN U. S. N. R. 

Jurl C. Armstrong, formerly 

sales manager of the Universal 

Metal Products Co., Lowell, 








G.) JURL C. 
ARMSTKONG 


LIEUT. (J. 


Mich., has recently been com- 
missioned a lieutenant junior 
grade in the United States Naval 
Reserve, and is now taking a 
training course at Babson Park, 
Mass. 


RAND ELECTED TO 
MONSANTO CHEMICAL 
EXECUTIVE COMM. 
William M. Rand, vice-presi 
dent of the Monsanto Chemical 
Co., St. 
elected to the executive commit- 


tee of the company. Daniel S. 


Dipsmoor, former assistant gen-| 


the organi¢e 


has 


manager of 

chemicals division, 
elected a vice-president of the 
company. Julius A. Berninghaus, 
general manager of the organi 
chemical division, will retire in 


eral 


November. Osborne 
a vice-president 


the Texas division, 


ands general 
manager of 


will sueceed Mr. Berninghaus as 


general manager of the chemical | 


division. 


ELECTRICAL MFRS. 

ASS’N TO SPONSOR 

POST-WAR EXHIBIT 
The Industrial and Commercial 
Lighting Equipment Section of 
the National Electrical Mfrs. 


Association intends to sponsor a | 


post-war annual lighting equip 


ment exhibition and 


The section has appointed nine 


men to act as the Exhibition 
Operating Committee, to formu 


late the plans for the exhibition | 


after the war. 


Co., Ine.; M. M. Dunbar, Light 
ing Products Inc.; Phil Litner. 


Bright Light Reflector Co.. Ine.: 
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Louis, Mo., was recently | 


beens 


Benzanson, | 


W. P. Lowell, Jr., 


Sylvania Elec- | 


tric Products, Inc.; C. W. Me- 
Daniel, Fostoria Pressed Steel | 
Corp.; G. T. Morrow, Curtis | 


Lighting, Inc.; S. R. Naysmith, 
The Miller Co.; R. W. Staud. 
Benjamin Electric Manufactur- 
ing Co. - 


ACKLES REPRESENTS 
NATIONAL SCREW CO. 


The appointment of U. Stan- 
ley Ackles as  manufacturer’s | 
representative for the states of | 
Washington and Oregon and the 
British Columbia, 
has been announced by The Na- 
tional Screw & Manufacturing | 


province of 


Company, Cleveland, Ohio. Mr. | 
Ackles was formerly with the | 
Fisher Body Company in De- | 


troit where he had wide experi- 
ence as a buyer of products of 
the type he now represents. His 


new headquarters are at 203 
Fourth and Cherry Building, 


Seattle, Wash. 


DOSTAL AND WHITING 
VICE-PRESIDENTS OF 
WESTINGHOUSE CO. 


Charles A. Dostal and 


vice presidents of | 
Electric & Mfg. | 
Mr. Dostal 


appointed 
Westinghouse 
Co., Pittsburgh, Pa. 


| charge of 
Recommendation R144, | 
related | 


Fred | 
T. Whiting have recently been | 





was previously Pacific Coast dis- 
trict manager for Westinghouse 
for the past four years and has 


been with the company 37 years. | 
Whiting became affiliated | 


Mr. 
with Westinghouse in 1915 and 
has been manager of the com- 


pany’s northwestern district since | 


1930. 


J. R. WESTERMAN NOW 
SOLE OWNER OF STORE 


J. Raymond Westerman, Wal- 
den, N. » is now sole owner of 
Westerman’s Hardware store in 
that town having purchased the 
interest of his brother in the 
business. The store was founded 
by his father the late J. H. Wes- 
terman. 


PROPOSED REVISION 


RECOMMENDATION R144 
The 


Committee in 
Simplified 


Standing 
revising 
Practice 
and 


paints, varnishes, 


products, have approved a revi- | 


sion of the recommendation, and 
copies have been mailed to all 
interests for approval. The pri- 
mary purpose of the revision is 
to reduce the number of colors 


approximately 35 per 


that the industry can cooperate | 


more fully with the war effort. 





cent, so | 


hardware 


congress. 


The members are: 
D. J. Biller, Day-Brite Lighting, | 
Inc.; A. D. Cameron, Holophane | 


TAYLOR INSTRUMENT COMPANIES WIN AWARD: 


The Taylor Instrument Companies, Rochester, N. Y., 
have recently been presented with the Army-Navy “‘E” 
for producing pressure instruments, clinical thermom- 
eters, barometers, and all kinds of controlling and re- 
cording instruments for synthetic rubber, hi-octane 
gasoline, and chemical industries. This company pro- 
duces instruments not only for the armed forces, but 
also for the essential war industries. Milton J. Cross, 
of NBC, was master of ceremonies for the event, which 
took place in the Eastman Theater, and Col. John A. 
Rogers, executive officer, Surgeon General's Office, 
U. S. Army, made the pennant presentation speech to 
the Taylor workers and their families. Elmer C. 
Hursh, president of the Taylor Fellowship Club, ac- 
cepted the pin from Capt. Carr (MC) U. S. N., Medical 
Officer in Command Naval Hospital, Samson, N. Y., in 
behalf of the employees. The audience was enter- 
tained by three war films after the presentation. Stand- 
ing left to right: L. B. Swift, president of company; Col 
John A. Rogers, Capt. Claude W. Carr, (MC), and 
Elmer C. Hursh, president, Taylor Fellowship Club. 


H. G. TODD, JR., JGINS 
ADOLPH KASTOR 
& BROS., INC. 


Harry G. Todd, Jr., has joine:! 


the sales division of Adolph 
Kastor & Bros., Inc.. 60 E. 42nd 





TODD, JR. 


HARRY G. 


St., New York City, sole selling 


agents for Camillus Cutlery 
Company, New York City, man- 


ufacturers of pocket knives. 
hunting knives, etc. 

Mr. Todd has been associated 
with the cutlery industry for 25 


having covered various 


from 


years, 
territories 
and has a vast number of friends 
which include hardware jobbers. 
dealers and jobber= 
salesmen. Mr. Todd's long sell- 
ing experience has been mostly 
in the sale and merchandising of 


coast to coast 


cutlery. 


DEL MERCADO HEADS 
EXPORT SALES 
FOR MAJESTIC 


and 


Kk. A. Tracey, president 
zeneral manager of the Majestic 
Radio & Television Corp., Ch 


cago, Hl., has recently announced 
the appointment of Carlos V. de! 
Mercado as export sales manage 

of the company. Under Mr. de! 
Mercado’s direction plans will | 
formulated for the developmen! 
of overseas markets.. 


VICTORY GARDEN INST. 
TO PRESENT AWARDS 
TO INDUSTRIES 
The National Victory Garden 
Institute, 598 Madison Ave., New 
York City, has decided to pr 


| sent certificates of award to thr 


American industries who hav: 
cooperated with its victory garde 
program. In addition the 
panies that made an outstanding 
contribution in the planning and 
execution of employee garden 
projects will be given a plaq 

in the nature of a “V” award. 


con 
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ee gaa. QUESTION: A prosperous farmer lives six miles from your store. If he drives towards it 
knives. and maintains the ceiling speed of 35 miles, how far must you go to meet him half way? 
earn ANSWER: No farther than your own show windows and floor displays, if you bring them 
© for 23 to life with products advertised in the FARM JOURNAL. 
various 
to coast To rural Americans the FARM JOURNAL is a lot more than a source of practical helps 
f friends and timely information—it’s their buyers’ guide—their retail store catalog. And today rural 
ne Americans have billions of extra income. They're putting part of it in war bonds—spend- 
cage ing another huge part for the things they need and want. Many of the 2,700,000 families 
£ S@li- . . . 
Sail who read the FARM JOURNAL live in your territory. Meet these ready-made customers 
dising of half way. Stock and show the products they’ve learned about in the country’s largest, most 
influential rural magazine. You needn’t go far to do it, but you'll go far when you do. 
ADS These are the products in your line advertised in current issues of the Of the 
- ATFA GUM TURPENTINE GENERAL ELECTRIC PRESTO DURA-GLASS JARS 
“a BAG BALM GOLDEN FLEECE PURINA FEEDS , ONLY ONE 
i innkt, BALL JARS & CAPS POT CLEANER RCA PRODUCTS 
sega “BLACK LEAF 40” HARRINGTON & RED ARROW SPRAY covers the rural market 
aaa BOND FLASHLIGHT RICHARDSON ARMS REPUBLIC STEEL 
nounced BATTERIES DR. HESS & CLARK. DR. SALSBURY'S = 
s V. del CARBORUNDUM FILES PAN-A-MIN PAR-O-SAN & HOG OIL [FARM 6) 
manage CAT'S PAW RUBBER HOTPOINT APPLIANCES SANI-FLUSH agers 
Mr. del HEELS AND SOLES KALAMAZOO STOVES TA-PAT-CO COLLAR PADS 
> walt hk CHORE GIRL CLEANER KERR JARS & CAPS TOXITE 
eonbeei CLOROX NATIONAL PRESSURE U.S, STEEL 
COLEMAN APPLIANCES COOKERS WESTERN CARTRIDGES 
CYANOGAS NORGE » WESTINGHOUSE 
DISSTON’S SAWS PARMAK ELECTRIC FENCER PRODUCTS 
EVEREADY FLASHLIGHT PHILCO PRODUCTS WINCHESTER FLASHLIGHT 
INST. BATTERIES PINCOR MOTORS BATTERIES 
FRIGIDAIRE PLANET JR. STEELS ZENITH RADIOS 
.RDS 
S Successful merchandising is based on facts. Write today and have us tell you how many 
Garden FARM JOURNAL subscribers live in your own county. In two out of three U. S. counties 
ve., New (practically all but the metropolitan areas) the FARM JOURNAL has more readers than 
to pre Life, The Saturday Evening Post, or Collier’s. 
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REMINGTON’S FIRING RANCE: The longest firing range 
in the western hemisphere was erected recently by the Rem- 
ington Arms Co, Inc., Bridgeport, Conn., plant in its 337-acre 
park which is partly in Bridgeport and partly in Stratford, 
Conn. 

The problems incidental to safety and sound were ef- 
fectively solved in the construction of this enclosed firing 
which is built of solid concrete, 1800 ft. long, 12 ft. high, 
15 ft. wide with walls 15 in. thick and which permits 24-hour 
testing without disturbing anyone. The range is manned by 
22 ballistic operators working in two shifts. It is now used 
for testing .30 and .50-caliber ammunition for the U. S. Gov- 
ernment at 600 yards, although it affords accurate testing 
facilities for every caliber of small arms ammunition Shorter 
distance testing can be provided by me&ns of portable target 
frames. 

The three shooting bays in the shooting room have tele- 
phone connections with the target center at the butts. Three 
tracer observation positions on the roof, with weather-proof 
turrets, permit observers to determine the trace of bullets 
Bullets bury themselves in the butts which contain 40 ft. of 
sand backed on three sides by |-in. steel plate and reinforced 
by a 24-in. concrete wall with 40 ft. of earth on the outside. 
Two blowers rid the air of smoke and bring in fresh air 
through two ports. Large portable spotlights and inset roof 
lights illuminate the range, while portable flood lights placed 
at intervals along the tunnel provide additional illumination. 


WILLEY HEADS SALES 
OF BETHLEHEM STEEL 
IN WASHINGTON 

Robert F. Willey has recently | eed : , 
been appointed manager of sales | Panelyte Division, st. Regis Pa- 
for Bethlehem Steel Co. in its | P*T Co., Trenton, N. J. 
Washington office. He succeeds | 
the late E. R. Leonard. Mr. 
Willey became affiliated with | HEAVY FORGED TOOLS 
Bethlehem in 1927 and in 1935 | : . “ 
joined the staff of the| Printed copies of Simplified 
Baltimore office. He has been in | Practice Recommendation R17-43, 
the Washington office since 1942. Heavy Forged Hand Tools, are 
|}now available, according to an 
| announcement of the Division of 
| Simplified Practice, National Bu- 


| dent, Synthane Corp., Oaks, Pa.; 


RECOMMENDATIONS ON 


sales 


ADVISORY LAMINATE 


mittee to study post-war trends 





| land sales manager; E. P. Kelly. | 


bert 
| affiliate; George S. 


| Iver Kenway, advertising mana- 
| 
| ger. 


| the industry after the war. 


| Moore, Pontiac, Ill. 


| Dept., General Electric Co., Pitts- | 
| field, Mass.; R. R. Titus, presi- | 


C. R. Mahaney, general manager, 


COMMITTEE FORMED 


Five members of the plastic in- | 
dustry have been appointed to | 
serve on a national Industry Ad- | 
Committee for Plastic 
Laminates, OPA | 
announced The com- | 
mittee will advise and consult 
with OPA on pricing problems | 
of the industry. Those named 
are as follows: D. J. O'Connor, 
president, Formica Insulation Co., 
Cincinnati, Ohio; C. C. Steck, 
president, Spaulding Fibre Co., 
Tonawanda, N. Y.; William H. 
Milton, Jr., Plastics 


visory 
Thermosetting 
recently. 





manager, 


38 


reau of Standards. 

The first edition of this recom- 
mendation, approved by the in- 
dustry in 1924, listed 361 items 
or 54 per cent of the 665 varieties 
of forged tools then being gener- 
ally offered. 

The present revision, which 
contains 351 types and sizes, was 
prepared at the request of and 
in cooperation with the War Pro- 
duction Board, as an aid to the 
war effort. The title of the rec- 
ommendation has been changed 
from “Forged Tools” to “Heavy 
Forged Hand Tools.” 








DEVOE & RAYNOLDS 
FORM CONSUMER PAINT 
BUYING COMMITTEE 


W. H. Mathews, vice-president | 


| of Devoe & Raynolds Co., Inc., 
| New York City, and chairman of 
| its post-war planning board, re- 


cently announced the formation 
of a consumer paint buying com- 


in trade sales. 

The committee is to be headed | 
by Kenneth Wood, national ac- 
count division, painter and main- 
tenance sales manager, to be 
assisted by Renshaw Smith, Jr., 
trade sales manager. Committee 
members include: George P. | 
Gray, director of the company; | 
Jules Soulie, southeastern sales 
manager; Stan Harris, New Eng- | 





RICHARD W. MURRAY 


MURRAY REPRESENTS 
OSBORN IN N. E. 


Richard W. Murray was re- 
cently appointed brush engineer- 
ing representative for the Con- 
necticut and Rhode Island terri- 
tory of the Osborn Mfg. Co., 
Cleveland, Ohio. Mr. Murray 
completed a _ several months’ 
period of special training in the 
factory where he became thor- 
oughly informed on the design, 
manufacture, and application of 
the company’s products. 

He succeeds James G. Gammel, 
who has been transferred to Os- 
born’s office 
in the ir 


vice-president of Peaslee-Gaul- | 
Paint & Varnish Co., and 
Merwin, 
southwestern sales manager; and | 


Employees and public are 
to be asked to submit sugges- 
tions that will help the board to 
analyze problems that will face 


MOORE PURCHASES 
PHELPS HDWE. STORE 


A. A. Phelps & Son hardware 
store, Rochelle, Ill., established 
over 53 years ago, has recently 
been purchased by L. W. Moore, 
Cedar Rapids, Iowa, and H. L. 


Cleveland home 


where he will assist 
tensified brush engineering analy- 
sis program conducted by the 


company. 








ECLIPSE WINS THE “E”: Recently the Eclipse Lawn Mower 
Co., Prophetstown, Ill., was awarded the Army-Navy “E” for 
efficiency in war time production. The master of ceremonies 


| at the presentation was M. J Walker, sales supervisor of 


Eclipse, and Col. Carl E. Waldman, Army Ordnance Depart- 
ment, presented the “E” pennant. L. B. Roth accepted the 
pennant for the company and then Lieut. Fetridge, U.S.N.R, 
Chicago, Ill., presented the “E’’ award pins to five people 
representing the employees. 

From left to right: Kenneth L. Hansen president of the 
CIO union of the Eclipse plant; Mrs. Marie Wilson, Prophets- 
town, Ill.; Col. Carl A. Waldman, Rock Island Arsenal; Mrs. 
Helen R. Cant, Erie, Ill., plant inspection division; and L. B. 
Roth general manager of the company. 
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WE ACCEPT THIS 
CHALLENGE, TOO? 


When the smoke cleared away from the 
charred ruins at Pearl Harbor, there was ne 
decision for us to make. We converted our 
peace time machines to the job of war with 
a speed born of vengeance. The skilled men . 
behind those machines began pouring out a 
steady and ever increasing stream of vital 
war parts to help bring America a quicker, 
less costly victory. 


Yet with all this, we have deliberately made 
time in each busy day to plan for as quick 
and as satisfactory a change back to peace 
time production. For in those critical days 
when men lay down their weapons lies the real 
challenge to America. 


We must, be ready, all business must, with 
new products and new jobs for the men im 
khaki and blue. We must do this so that 
every American may look forward to a steady 
job, a home of his own, better education for 
his children. 


We are fighting now for our lives—we accept 
this challenge to fight as staunchly for our 
dreams. 


NORTON LASIER COMPANY 


466 West Superior Street ° Chicago 


DOOR CLOSERS 


a «CF 


ONCE THE ALLIED offensive has 
rolled into Greece, the Balkans and 
other Axis-conquered countries, they 
will be supplied with large quantities 
of American machine and hand tools, 
A check made by Haroware Acer of 
procurement policies discloses that, in 
line with past practice, the supplies will 
he drawn first from surpluses, if any. 
In the event no surpluses exist and no 
changes are made in the regulations 
covering Government procurement, the 
needed tools, or any other articles, 
would be purchased from manufacturers, 
wholesalers and retailers in that order. 

This plan is a part of the general 
pattern of supplying stricken countries 
that are rescued from Axis domination 
and is under the direction of the Office 
of Foreign Relief and Rehabilitation. 

Up to the present the scope of oper 
ations of this organization has been 
limited to North Africa and supplies 
sent there have consisted chiefly of food, 
clothing and other soft goods. The com 
pletion of the conquest of Sicily and the 
Italian mainland probably will provide 
the first operation for shipments extend- 
ing to tools to be used for the enormous 
reconstruction work that will be under- 
taken. Army engineers undoubtedly will 
do much of the rebuilding but it will 
also involve a great amount of civilian 
enterprise. 

~*~ * *& 


PLANS ARE UNDER CONSID- 
ERATION in Washington to make 
some sort of award available to indus- 
tries not eligible to receive the Army 
and Navy “E”. The plan if put into 
operation would grant awards to firms 
not possessing war contracts but con 
tributing to the war effort indirectly, 
such as mine operators, agriculturalists, 
publishers, ete. The move was conceived 
as a morale-building effort to increase 
lost production of essential materials 
lost through strikes, absenteeism and 
other reasons. It is also hoped that an 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


x * * 


award of this type would stimulate pro- 
duction of civilian materials and would 
give the ever dwindling supply of work 
ers not engaged in essential industries 
an additional incentive. 


x * * 


SEVERAL NEW DEVELOP- 
MENTS in the plumbing and heating 
lines have recently been announced by 
the OCR Wholesale and Retail Trade 
Division. One of the most significant 
actions was the removal of the restric- 
tion which automatically revoked pref- 
erence ratings issued under WPB-547 
(PD-1X) for stove pipe and elbows, 
sheet iron air-tight heaters, smoke pipe, 
etc., when extended to manufacturers, 
if the items were not shipped prior to 
Dec. 1. The removal of this restriction 
should help to keep the flow of these 
stove parts at a more reasonable level. 


x * * 


THE DIVISION will no longer 
process stoves under WPB-547 which 
come under OPA Ration Order 9. Dis- 
tributers will now have to secure stocks 
either by replenishing them through 
low-back certificatea, obtained by the 
consumer from OPA by stock re- 
plenishment certificates which the dis- 
tributers themselves, can obtain from 
OPA. 

x * 


THE WPB PLUMBING AND 
HEATING DIVISION is now issu- 
ing ratings on hot water heaters and 
furnaces under WPB-547. Previously 
ratings hadn't been issued and the situ- 
ation was acute. This change in pro- 
cedure was made possible by revisions 
in order L-185 and L-22. 


OF PARTICULAR INTEREST 
to the Florida trade is the announce- 
ment that the Division under a special 
arrangement with NHA is now process- 
ing through WPB-547 a number of 
kerosene hot water heaters for that 
state. These heaters bear a preference 
rating of AA-3 but must be held for 
delivery to only those buildings coming 
under the jurisdiction of P-55 and 
P-19-h. This is in addition to and will 
not affect hot water heaters being proc- 
essed for general distribution. 


x wk 


UNDER THE POLICY of spread- 
ing Army contracts to small plants 
whenever possible, the War Department 
has announced a series of awards for 
the manufacture of metal containers 
for the Army Air Forces. Several large 
corporations could easily have handled 
the entire order—for 11,000,000 con- 
tainers—but the Air Force Material 
Command invited more than 120 to bid, 
to spread the order so it would benefit 
many instead of few. In consequence, 
16 small plants, plus five larger ones, 
have undertaken the job. The 21 man- 
ufacturers are located in 16 cities and 
1l states. The orders ranged from 
40,000 for a firm with 30 factory. work- 
ers to 2,000,000 for one with more than 
800. Several small firms employing 
from 100 to 200 workers received orders 
averaging 450,000 units apiece. The 
same policy is being applied in the 
manufacture of an‘ airborne heater. 


xk * 
PURCHASE ORDERS for heat 


exchangers authorized prior to July 9, 
the date of issuance of Order L-172 as 
amended, are subject to the scheduling 
provisions of the order unless otherwise 
directed by WPB in a particular case, 
according to Amendment | to the order 
issued Aug. 13. The amendment also 
states that a tube bundle or shell or 


(Continued on page 77) 
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HELP THE VICTORY DRIVE 


\ tank track is no stronger than 
its pins. And it is the privilege 
of Lindemann & Hoverson to 
produce tank track pins that 
meet the exacting requirements 
of Uncle Sam. 

Sheet metal workers of this 
pioneer stove manufacturing or- 
vanization are also making steel 
cases for electrical controls, 


truck tool boxes and met- 
al containers for bomb par- 
achutes. Small shells foi 
anti-aircraft are among 
L&H wartime products. 
Air compressors are as- 
sembled and mounted on 
U.S. Army trucks. And 
from L&H looms comes 
cartridge belt webbing. 


In thus serv- 

ing Uncle 

Sam, a new 

precision is 

_ being achiev- 

ed that willbe 

apparent in 

improved L&H postwar products. 
In your plans for peace, keep L&H 


in mind. It will be a good line to tie to, 


A.J. Lindemann & Hoverson Co. 


MILWAUKEE + Since 1875 + WISCONSIN 


MANUFACTURERS OF ELECTRIC RANGES...ELECTRIC WATER HEATERS 
KEROGAS GAS RANGES...OIL STOVES...PORTABLE OVENS...OIL HEATERS...WICKS ALCAZAR 
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One of the firm's service trucks and its three service men about to 
leave with a load which includes a 42-gal. tank and a water heater. 


From 50 to 60 Repair Jobs on 


M ANY hardware 


dealers have maintained depart- 
ments for both the installation 
and the servicing of pumps and 
electric water systems. Among the 
dealers who have followed this 
policy is George W. Crist of Wal- 
kill, N. Y., a town of about 800 
population. Back in 1937 the 
Crist firm had an outside man to 
sell and demonstrate water sys- 
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Water Systems a Month 


George W. Crist of Walkill, N. Y., 
also averages one installation 
every month throughout the year 


tems and this policy was continued 
until gasoline rationing necessi- 
tated its being discontinued. The 
store, however, continues to sell 
new equipment under war-time 
regulations and is providing the 
promptest kind of repair and ser- 
vicing assistance that is practical 
for the staff to handle. 
Maintaining two service trucks 
and employing three service and 
installation men, George W. Crist 
services pumps and equipment 
within a 25-mile radius of the 
store. “Repair jobs are done on 


the spot at the farm or home, 
whenever possible,” says Mr. Crist. 
“We are concentrating on farm 
jobs although we cannot handle 
them as quickly as we could prior 
to the war. Speedy calls and work 
are always an important factor in 
servicing business. At the present 
time, we are just taking care of 
our old customers, with farmers 
getting first call. 

“When an owner telephones or 
calls at the store, we can tell from 
his remarks, in most instances, 


(Continued on page 71) 
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Your Johhber Stocks the Lamson Line 





Simplifies Lines Then Converts 
Old Merchandise Into Gash 


The Geo. W. Peck Co. has developed 
a system that is eliminating the 
obsolete and damaged items and 
is making the cash register ring 


‘oa Geo. W. Peck 


Co., Elmira, N. Y., is carrying 
out a program of stock simplifica- 
tion and liquidation of damaged 
and obsolete merchandise along 
with its active war-time business. 
To date, this has resulted in the 
liquidation of many odd sizes and 
odd types of merchandise and the 
realization of considerable cash. 
“It’s practically a treasure 
hunt.” says Arthur Peck, presi- 
dent. “We have always carried a 
little heavier stock than we should 
and our business has changed con- 
siderably during the past 10 years, 
so we have had many items to 
work on in our simplification and 
liquidation program.” 


How It Works 


One of the first 
liquidated was a patented hand 
garden cultivator. 
popular because the 
unit holding the 
points worked too 
ever. as all 
so hard to get these cultivators 


items to be 
It was never 
special 
cultivator 
hard. How- 
garden tools are 
were oiled up and offered for sale. 
They were snapped up in no time 
by customers who needed some 
type of a tool with which to cul- 
livate their Victory Gardens. 

The stock of scréws has been 
simplified for the future. All odd 
sizes. such as size 9, 11, etc., are 
to be eliminated from the stream- 
lined stock. Now the company is 
in the process of liquidating these 
They are convinced 
that the average customer does 


odd sizes. 


14 


not know the difference between 
No. 8 and No. 9 and will generally 
take either a No. 8 or No. 10 
size if the No. 9 is not available. 


The elimination of these odd size 


screws will enable the company to 
reduce its investment in screws, 
carry a heavier stock on the popu- 
lar sizes, and at the same time 
take care of the average customer 
just as well as heretofore. 

To dispose of the odd_ size 
screws, they mix them together. 
pack them in boxes, and_ sell 
them by the pound. Farmers and 
home owners are the best cus- 
tomers. 

Bolt stocks are undergoing 
All 4 in. lengths 
such as 114, 154, ete., are to be 
eliminated from the streamlined 
stock of the future and will not 
be replaced unless a special size 


simplification. 


is put in to take care of the re- 
quirements of some industrial cus- 
tomer. 

The 1 in. lengths now are be- 
ing sold in place of the full and 
14 in. lengths. Most customers 
can use a bolt 14 in. longer than 
they ask for. In this way, the 


bolts in the 14 in. lengths are be- 
ing eliminated and the other stock 
is reserved for sale later. 

Certain tools that could not be 
sold have been returned to the 
manufacturer. Most were glad to 
get them for shipment to another 
section where they were in de- 
Several dollars 
these 


mand. hundred 


have been realized from 
efforts. 

At one time, Peck’s were large 
distributors of farm machinery. 
This link eventually was eliminated 
but a stock of repair parts was 
continued. A lot of obsolete parts 
accumulated during — this 
period. These have now been dis- 
posed of to other dealers and to 
farm customers. It was necessary 
to make a complete list of the stock 
and then find buyers for it. 

“A short time ago we disposed 
of a number of kegs of 144 and 
11% in. nuts and washers that were 
pretty rusty.” says Mr. Peck. 
“We found a buyer for these after 
diligent search. He got a good 
buy and we turned some old stock 
into cash.” 


were 


Not a Difficult Task 


Simplifying stocks is not a difhi- 
cult task. It’s getting the money 
out of the merchandise to be 
eliminated that’s hard. Sometimes 
it takes weeks and even months 
to find a buyer and to finally dis- 
pose of the goods. However, this 
company feels that it is very much 
worth while and that the present 
is the ideal time in which to un- 
dertake such activities. 
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A MWCO OVER WARTIME AMERICA! 


Dealers the nation over report Savabrush is going great guns. 

. a Sales are hitting new highs. And small wonder! Good paint brushes 
(E are scarce. So Mr. and Mrs. John Wartime Public take the advice 
/ of Uncle Sam (‘’Save what you have’’) and couple it with the 
advice of Peter Putter (‘/Save ‘em with Savabrush’’). It’s a natural! 

And a natural sales-opportunity to be both patriotic and profit- 

able in the same ring of the register! Stock the brush-cleaner all 

America knows by name... the original brush-restorer that’s been 

nationally advertised for years. Get in the swing and sweep 

of Savabrush today! In 10¢ and 25¢ self-sellers; order from 

your jobber. Schalk Chemical Company, Los Angeles, Chicago. 
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REVISE PR 19 TO PERMIT 
FARMER PRIORITY FOR 
FARM MACHINE REPAIRS 


Add 38 items to list of farm supplies cov- 


ered and delete 26 


items. Amendments 


indicate items subject to PR No. 3 and 


listed under PR No. 


obtained under PR 


In an amendment to Priorities 
Regulation 19 WPB recently ex- 
tended the priority given to far- 
mers to cover repairs of farm 
equipment. The farmer now 
need only present a certificate of 
need at a repair shop to get a 
priority on the use of the shop’s 
facilities in repairing his equip- 
ment. The farmer’s order sup- 
ported by his certificate is now 
to be considered the same as an 
order rated AA-5. 

The amendment, which became 
effective Aug. 9, also clears up 
the misunderstanding which 
arose because of conflicting lists 
of items on PR 19 and PR 3. 
PR 3 contains a list of 
which cannot be obtained on 
preference ratings assigned to 
the delivery of maintenance, re- | 
pair and operating supplies. PR 
19, the farm order, 
duplicates some of the items in 
PR 3, signifying that farmers 
could get the supplies restricted 
in PR 3. This assumption was 
correct; however, many farm sup- 
pliers were confused by the du- | 
plications. The new amendment | 
to PR 19 states that the vestrio- | 
tions of PR 3 do not apply to | 
orders for farm supplies i 

| 
| 


items 


supplies 








come under PR 19. 

The list of farm supplies cov- 
ered by the regulation also is re- 
vised. Added items include: 

Barn door hangers and track; | 
belt pulleys; belts for power 
transmission; binder canvas 
buckles; brooms, barn type; bush 
hooks; malleable detachable and | 
steel detachable chains; chlorine 


disinfectant for dairy utensils; 
goggles; grab hooks; hinges, 





strap and tee; hog scrapers; bon- | 
ing, sticking and skinning 
knives; extension ladders and | 
fruit picking, orchard, or straight | 
taper ladders; load binders; me- | 
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19 which may be 
No. 19 procedure. 


chanical packing, peavies; tree 
pruners; hay fork pulleys; respi- 
rators; safety set collars; 
scythes; scythe stones; pruning 
shears; sickle cones; snaths; 
soapless cleaning compounds for 
dairy utensils; stop valves, com- 
pression and plug types, up to 
and including 1% in.; relief 
valves for water systems, up to 
and including 1% in.; V_ belt 
drives; lock and wrought wash- 
ers; harvest webbing; well 
buckets for bored wells. 

A total of some 26 items were 
deleted from the previous listing. 
Most of these have been brought 
under the control of the new 
Farm Machinery and Equipment 





Order, L-257. The ratio between 
supply and need of the remain- 
der of the eliminated items is 
such that it is believed farmers 
do not require preference over 
other buyers. 

The deleted items are as fol- 
lows: bull rings; calf weaners; 
drawn wire; troughs; 
hames; harness hardware; hog 
rings; horseshoes; milk pails; 
milk strainers; mule shoes; plow 
bolts; plow shares; poultry hard- 
ware; pump cylinders; pump 
rods and couplings; stock water- 
ing tanks; wagon hardware; 
jacks for tractors; tackle blocks; 


feed 


tire gages; tire pumps; eave 
troughs and conductors, farm 
radio batteries; food choppers 


and well points. 

Steel mill and wire mill prod- 
ucts which dealers may not ob- 
tain by extending the farmers’ 
certificates to get priority now 
include barbed wire; BX or non- 
metallic sheath cable up to 75 ft. 
in length; fencing; horseshoe 
nails; certain types of pipe; pipe 
couplings; poultry flooring and 
netting; ridge roll and valley 
tin, corrugated roofing; fencing 
and netting staples; weather- 
proof copper wire (for circuits 
up to 75 ft. in length) and wire 
bale ties. 





OPA ISSUES INDEX ON 
PRICE SCHEDULES, ETC. 


The Office of Price Adminis- 
tration distributed recently “Sub- 
ject Matter Index,” a pamphlet 
classifying, according to subject 
matter, digests of interpretations 
of price schedules, regulations 
and orders issued up to June 30, 
1943, including digests of inter- 
pretations of specific price sched- 
ules and regulations, the General 
Maximum Price Regulation and 
Regulation No. 165 (Services). 

The Index supersedes the 
“Subject Matter Index,” dated 
April 1, 1943, which did not cite 
the GMPR and the Services Reg- 
ulation digests. The Index was 
compiled by the Price Legal Co- 
ordination Branch for the use of 
the OPA staff. However, it is 
being made generally available, 
in the belief that it will be of 
assistance in considering prob- 
lems which arise under the sched- 
ules and regulations. 

Copies of the Index are being 
made available to the trade press, 
trade associations, information 
services and a general mailing 
list of business concerns and in- 
dividuals affected by the sched- 
ules and regulations. 








MRO Preference Ratings 
For Safety Equipment 
Under CMP No. 5 


A method permitting em- 
ployees to use their employers’ 
MRO preference ratings to pur- 
chase safety equipment has been 
established under CMP Regula- 
tion No. 5, by Direction No. 11, 
the War Production Board an- 
nounced Aug. 13. 

Employees of persons oper- 
ating businesses listed in Sched- 
ules I and II of CMP Regulation 
No. 5, are eligible to use the pro- 
cedure. Ratings may be used by 
an employee only for the pur- 
chase of safety equipment to be 
used exclusively in his em- 
ployer’s business. 

In order to use his employer’s 
preference rating under CMP 
Regulation No. 5 for the pur- 


chase of such equipment, an em- 
ployee must obtain from him a 





certificate, indicating the type 
and size of safety equipment re- 
quired, that it is required in the 
employer’s business, that the em- 
ployer requires the employee to 
furnish the equipment, and that 
the employee does not possess 
any satisfactory substitute. The 
employer and the employee both 
must sign this certificate. 











Controlled Materials Order Reduction 
Does Not Constitute a New Order 


Reduction in the quantity of 
controlled materials covered by 
an authorized controlled material 
order does not constitute the 
placement of a new order, and 
the reduced order retains its 
place in the mill schedule, ac- 
cording to Interpretation No. 12 
to CMP Regulation No. 1, an- 
nounced Aug. 13 by the War 
Production Board. 

However, where the quantity 





of controlled materials covered 
by an authorized controlled ma- 
terials order is reduced below a 
minimum mill quantity, the pro- 
ducer may, when the reduction 
is made, reject the order and 
remove it from his production 
schedule. In removing orders 
from his production schedule, 
however, the producer may not 
discriminate among customers. 
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WPB TO ENFORCE PROVISION THAT 
WPB 547 MAY BE USED ONLY 
FOR REPLACEMENT OF INVENTORIES 


CRACK-DOWN EXPECTED VERY SOON 
WPB notifies users of WPB-547 (former PD-|X) 


that it will enforce regulation prohibiting granting of ° 
preference ratings under applications except for 
proper replacement of old line inventories. 
sions made for granting preference ratings where 
material requested replaces or is supplementary to a 


similar product. 


(Washington Bureau 
of HARDWARE AGE) 

A new WPB crack-down will 
soon be felt by wholesalers in the 
hardware and other allied trades. 

Some distributors have been try- 
ing to build up new lines by 
means of priority assistance 
granted by the Wholesale and 
Retail Trade Division through 
Form WPB-547, formerly PD-1X. 
The division’s recent action will 
enforce the regulation prohibit- 
ing the granting of preference 
ratings for the purpose of estab- 
lishing new stocks, but WPB-547 
is still to be used for the proper 
replacement of old line inven- 
tories. 

The full effect of the action 
will not be felt until the informa- 
tion in a letter which the divi- 
sion mailed to its field represen- 


tatives on Aug. 7 has been com- 


municated to wholesalers. 

WPB officials pointed out that 
the letter was mailed in view of 
the existing shortages in stocks 
of controlled materials and the 
need for equitable distribution 
of items made from such ma- 
terials, 

WPB does not wish to grant 
items to suppliers to enable them 
to open up new lines, while the 
supply of old established outlets 
will have to be cut to take care 
of the new business. For ex- 
ample, one wholesaler requests 
priority assistance to obtain 1000 
dozen hammers, while another in 
the same area requests 500 dozen 
hammers. The first wholesaler 
had been stocking hammers for a 
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good many years, while this was | to open up new lines as in the 


the second man’s first order. 

If priority assistance were 
granted to the wholesaler to 
whom hammers were a new line 
at the expense of cutting the 
amount given a firm which had 
sold them all along an obvious 
injustice would be done, WPB 
says. There is no desire to put 
anyone out of business by not 
granting him assistance, but the 
division does not intend to set up 
new sources of supply in areas 
already adequately served, the 
letter says. 





The retail dealer will be able 


Provi- 


past, it was pointed out to Harp- 
ware AGE, provided his supplier 
has the goods to sell him. It was 
also emphasized that retailers 
should rely chiefly on their usual 
suppliers for the lines they 
have been carrying. This would 
greatly facilitate the task con- 
fronting the division. 

Under existing procedures sup- 
pliers must submit a record of 
their previous turnover in the 
items desired or no_ priority 
assistance will be granted, but 
provisions have been made to 





grant preference ratings if the« 


Amended M-21-b-2 Changes 
Warehouse Distribution of 
Merchant Products Under CMP 


The War Production Board has 
announced a number of impor- 
tant changes (effective Oct. 1) 
in the plan for distributing “mer- 
chant products” through ware- 
houses, under CMP, to insure 
every warehouse an equal oppor- 
tunity to place orders for ton- 
nages needed, and to which its 
operations entitle it. 

Preference Order M-21-b-2 is 
amended, so that warehouses may 
order replacements, on or after 





Oct. 1, for all merchant trade 





products (nails, wire, staples, 
fencing, netting, etc.), sold from 
stock since April 1, plus mate- 
rial sold to dealers and not pre- 
viously and formally ordered for 
replacement. Unwanted products 
may be cancelled, and will then 
be distributed to those ware- 
houses which have not received 
their full requirements. 

Under the amended order 
there is no top limit to the 
amount of any merchant trade 
product which a warehouse can 





material requested replaces or is 
supplementary to a similar prod- 
uct. 

The need for adhering to this 
policy was pointed out in the 
following letter to WPB field 
representatives from the Whole- 
sale and Retail Trade Division: 

“Because of the shortage of 
all materials during the pres- 
ent emergency, priority assist- 
ance is not granted on Form 
WPB-547 to establish new 
stocks—particularly in areas 
considered to be adequately 
served by existing distribution 
outlets, 

“Consequently applicants are 
required to submit records of 
their previous turnover of the 
items requested as the basis on 
which their applications will be 
considered for a rating. Your 
failure to supply figures of 
your previous operations in 
Columns C, D and E and the 
absence of any explanation for 
this omission would indicate 
that the material for which you 
have applied is a new line of 
products with you. 

“If the material requested 
replaces or is supplementary 
to a similar products you have 
regularly stocked, you may 
submit a new application, giv- 
ing a brief explanation in Sec- 
tion 4 and showing figures in 
Section 3 for the similar or 
comparable items.” 


handle during a given period, 
other than the limitation that 
every order placed after Oct. 1 
must be backed by a record of 
previous deliveries from stock 
equal to the tonnage being or- 
dered. 

To assure that each warehouse 
receives consideration on mill 
schedules, the revised M-21-b-2 
order will be supplemented by 
warehouse load directives for 
most product groups. These di- 
rectives will reserve a percentage 
of the base tonnage for each 
warehouse with the supplier who 
furnished material to the ware- 
house during the pre-war “base 
period.” 

Welded wire concrete rein- 
forcing fabric will become a 
product group under Order M- 
21-b-2, instead of Order M-21-b-1. 
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Raise Preference Rating on 
Plumbing, Heat Equipment 


AA-5 rating to replace stock. 
Under the amended order the 
= rating may be used by a 


equipment (other than stokers) 
to convert oil-burning or gas- 
| burning equipment to solid fuel 


For Repair, Replacement | ""5,:°"782 . joscsos 


The preference rating assigned 


for repair and replacement of 


plumbing and heating equipment | 


was raised to AA-5 from A-10 by 
the War Production Board Aug. 
23 in an amendment to Order 
P-84. Action was taken to bring 


this ‘rating in line with ratings | 


of similar 


for 


importance. 


assigned needs 


Farther Restrict Making, Sale 
Of Flaorescent Light Fixtures | 


control over the 
distribution 


Further man 


ufacture and 


fluorescent lighting 


with particular reference to the} The metal limitations and _re- | 


weight of metal 
established by General 
tion Order L-78 as amended 
Aug. 18 by the War Production 
After Dec. 1, 1943, fix- 
ofhice 


termed 


Board. 
and 
“non-indus 


tures for 
reom 

trial,” 
subject 
itations on the use of metals. At 
present the manufacture of these 
fixtures is prohibited except by 


use, 
may be 


to specified weight lim- 


special authorization. The demand | 
| announced recently by the War 


' Production 


for them has been met hy draw- 
ing on stock produced before 
June 1, 1942, and the change has 
made because inventories 
will be practically exhausted by 
Dee. 1, 1943. 

The manufacture of 
types of industrial fixtures, for- 
merly permitted, is pro- 
hibited and weight limitations on 
include 


certain 
now 


metals are extended to 
all permitted industrial types. 
The amended order also makes 
the following Stops 
the of 


manufacturers 
rated 


changes: 
sale fixtures 
and distributors 


except on orders. 
the 


order 


inates provision of the 


earlier whereby retailers 
make application 
to sell 
Depletion of retail 


this 


may for au- 


thority inventory 
ratings. in- 


ventories has made pro- 
Vision 
It further 


livery of fixtures or 


unnecessary. 
the de- 


component 


controls 


parts by prohibiting delivery for | 


“storage”; deliveries may still be 


for demonstration and 


Excludes 


made 
test purpose, however. 
the following three types of fix- 
tures from metal weight limita- 
from 

metal 


tions and restrictions 


the of 


industrial portable types hazard- 


use in 
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between | 


without | 
| manufacturers already operating 


reflectors: | 


} ous 


permitted, is | 
Limita- | 


drafting | 


| OF BABY CARRIAGES, ETC. 


manufactured | 


of | tight or explosion proof type, and 
7 | 7 . 
fixtures, | fixtures for use on board ship. 


The revised order requires a| steel sheets for use in making 
certification of need by the ulti- | repairs may use the CMP symbol 
mate consumer for purchase of | MRO (Maintenance, Repair and 
plumbing and heating equipment | Operating supplies). 
or parts costing over $5.00. Pre-| The ratings authorized by 
vious restrictions required certi- CMP Regulation 5 may be used 
fication only when cost of equip- | for plumbing and heating repairs 
ment was $50.00 or more. Any | and maintenance only by those 
person making sales of items | industries listed in Schedules I 
costing less than $5.00 may use | and II of that regulation. 


| steel and wrought iren pipe and 
! 
| 


Effective dates for the amend 
are: 
the 


issue; 


additional 
of metals: of 
manufacture of non-in- 
dustrial types: Dec. 1; prohibi- 


on use date 


location fixtures of vapor 


| tion on manufacture of certain 


industrial types: Sept. 8; stop- 
page of sales on unrated orders 


for | 


| between 


strictions are impractical 


these types of fluorescent light manufacturers and dis- 


ing fixtures. tributors: Sept. 1. 


quire only a few ounces of metal 
generally for joining 
hardware. 


as sii , } : use 
A 59,378-unit increase’ in ed 


schedule production of baby car- 
riages and a 79,300-unit increase 


INCREASE PRODUCTION 


| for strollers, walkers and sulkies 


| and 


| prefabricated parts in inventories 


Elim- | 


| their quotas increased in accor- | 


for the third quarter of 1943 was 


Schedule II 
to 


Board. 
of Order L-152 was 
provide for the increase. 


revised 


Previous production quotas | 
called for 289,622 baby carriages | 
and 265,400 strollers, walkers | 
and sulkies. The Aug. 20 re- 
vised schedule permits produc 
tion of 349,000 baby 
344,700 © strollers, 
and sulkies. 

No additional allotment 
materials is to 
the increase as needed materials 
will available either from 


carriages A general revision of Plumb- 
walkers| ing and Heating Equipment 
Order L-79 was announced Aug. 
23 by the War Production Board. 
The revised order restricts sale 


or delivery of plumbing and heat- 


of | 
necessary cover | 
be 
order, from the manufacturing 
level down to the ultimate con- 
A-10 


restric- 


of manufacturers or from idle 
and excess stocks. } sumer on an 
| higher rating. Previous 


Seven new manufacturers have | " ined 4-10 hil 

. > > g - ¢ ul » 
been assigned quotas and several ee eae lead 
rating only to cover sales to the 


except or 


the schedule 


onion had | ultimate consumer. 


The 
dance with their production ca- | restrictions to cover all except 


have 


revised order extends 


| pacity. Carriages and strollers to | non-metallic plumbing and heat: 


be produced by these new manu-| ing equipment. Formerly, only 


. | . . . — 
facturers will be mostly of wood. \ equipment containing 50 per cent 





consumer to purchase parts or | 


restrictions 





Some newly-designed strollers re- | 


| embodied 


ing equipment, as defined in the } 


| FURNITURE MAKERS MAY 
| MAKE 3 CHANGES WITH. 
OUT REPRICING ITEMS 


To encourage household fur- 
niture manufacturers to seek 
additional economies in making 
their products, manufacturers 
hereafter will be permitted by 
OPA to make a maximum of 
three minor changes in any sin- 
gle item without being required 
to reprice it. This liberalization 
of repricing restrictions in reg- 
ulation No. 188, effective Aug. 
18, is confined to minor changes 
made in household furniture, 
when costs of materials are re- 
duced. Such changes, however, 
may not be made without re- 
pricing, when they conflict with 
a manufacturer’s established 
practices of granting price dif- 
ferentials for alternative features. 


TIN, TERNE PLATE FOR 
HAND DUSTERS, SPRAYERS 


The WPB, on Aug 18, placed 
hand dusters and sprayers, for 
agricultural uses, in the category 
of permitted uses for tin and 
terne plate. Since the amount 
of material required will be 
small the tonnage is insignificant 
in relation to total supply. Per 
mission to use tin plate, terne 
plate and tin mill black plate is 
in conservation 
M-21-e as amended. 


order 


Sale, Delivery of Plumbing, 


Heating Equipment Restricted 
At All Levels Under L-79 


or more metal by weight was in 
cluded under restrictions of the 
order. 

All items of metal plumbing 
and heating equipment which 
cost the purchaser less than $5.00 
are exempted from the restric 
tions. Previously the order 
specified that items costing les- 
than $5.00 could be sold without 
ratings provided such sales were 
part of an order totalling no mor: 
than $10.00. 

Vitreous china equipment is 
not restricted but vitreous china 

with fittings is re- 
Domestic cooking 


equipment 
stricted. 
equipment and domestic heating 
stoves listed in OPA Ration No. 
9A have been removed from the 
restrictions of Order L-79. 

The amended order does not 
restrictions on plumbing 
and heating equipment. It does. 
however, provide for more 
efficient distribution. 


relax 
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Merchants Under L-219 Use | 


Sales Trend, Projection, Ratios 
To Compute Normal Inventory 


Beginning with the fourth 


quarterly period of their 1943) 


inventory year, merchants sub- 


ject to controls of Order L-219| 


Inventory 
the sales 
sales pro- 


(Consumers Goods 
Limitation) must use 
trend ratio and the 
jection ratio in computing their 
inventury, it was made 
clear Aug. 14 in an interpreta- 
tion of the order by the War 
Production Board. The procedure 
described in Appendix A in the 
order must be followed by the 


normal 


Release Permanent Anti-Freeze 


For Use in High Altitude States 


American motorists were 
‘ured of an ample 
anti-freeze materials for next 
winter through amendment to an 


order which will make the “per- 


as- | 
supply of | 


manent type” of anti-freeze chem- | 


icals available in 12 high-altitude 
states, the War Production Board 
announced recently. With 45,000,- 


000 gallons of ethyl alcohol al- | 


located for civilian use in anti- 
freeze mixtures during the coming 
winter, and the “permanent type” 
available in 12 states, it is be- 
lieved that supply will be ade- 
quate for all uses in the 
ing 36 states. 
Amendment to Limitation Or- 
der L-51 will make the “perma- 
nent type” (ethylene 
available to any 
in: Arizona, California, Colorado, 


types) person 


remain- | 


controlled merchant in de- 
termining his inventory. 

The interpretation also clari- 
fies the status of footwear in 
computation of receipts by indi- 
vidual merchants, and, in ad- | 
dition, points out that forms 
PD-689 and PD-690 referred to 
order are now titled, re- | 
WPB 1620 and WPB} 
No. 1 of 
Inventory 
L-219, as 
Aug. 1 





in the 
spectively, 
162]. Interpretation 
Consumers’ Goods 
Limitation Order 
amended, was issued 


mixtures, together with 
plentiful supply of 
glycol, have made re- 


alcohol 
a more 
ethylene 





laxation for the selected states 
possible. 


The order also releases 


manent type” anti-freeze for pur- | 
suit cars used by police depart- | 


ments of the 48 states, and by 
the Department of Justice of the 
United States. Likewise, any per- 
son in the Territory of Alaska 
north of latitude 61 degrees may 
be supplied with the “permanent 
type” of anti-freeze. 

Order L-51, as previously in 


| effect, prohibited delivery of the 


| 


| 
glycol | 
' . . 
heavy commercial vehicles, 
mixtures | 


Idaho, Montana, North Dakota, 
South Dakota, Nevada, Oregon, | 
Utah, Washington, Wyoming. 


High altitude, which reduces the 
boiling point; and hill climbing, 
which tends rapidly to boil off 


“permanent type” of anti-freeze 
for use in passenger cars. In gen- 
eral, its use is permitted 
inas- 
much as_ anti-freeze 
made from alcohol tend to boil 
away when used in trucks, 
tors, and similar vehicles. The 
order also adds diacetone alcohol 


to the list of materials placed | 


under Limitation Order L-51. 


Corn Cribbing Price to Dealers 
Determined on F.0.B. Factory Basis 


Maximum prices for 
cribbing sold to 
manufacturers or by wholesalers 
are determined on an f. o. b. fac- 
a basis, OPA announced Aug. 
6. 


_ The ruling was incorporated | 
in Amendment No. 9 to Maxi- 
mum Price Regulation 


corn | 
} 
dealers by | 


246 | explained. 


measure 
prices f. o. b. 
| business. 

The correction will relieve 
| wholesalers from absorbing 
freight charges from 


| their places of business, OPA 


“ner- | 





for 


trac- | 


in error in Amendment 7 to that | 
which provided ceiling 
seller’s place of 
the | 


factory to 


| 


The maximum price, | 


(Manufacturers and Wholesalers | f. o. b. factory, is set at $8.75 per 


Maximum Prices for Farm 


Equipment), which became effec- made 
1943, and corrects | lath. 


live Aug. 21, 


SEPTEMBER 2, 1943 


100 lineal feet for corn cribbing 
with standard red fence 


| 
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merican industry is awake to 





the danger of an industrial “Pearl 


Harbor” 





when the war ends unless 













it plans for peacetime needs while 


it produces war materials. 
















This does not indicate the slight. 


est slowing-up of the war effort. It 
z 









has long been the habit of leaders 
in free American industry to plan 


for tomorrow's needs while produc- 






ing today’s merchandise. 












Youngstown Pressed Steel is on 









the job with the definite idea of 









getting its distributors and dealers 


into business at the carliest 


back 














possible moment with the best pos- 







sible product. 










An intensive study of YOUNGS- 






TOWN KITCHENS in actual use 












has revealed opportunities for the 





addition of many features, and these 







will be put into the post-war pro- 


duction schedule as fast as the time 





element will permit. 






YOUNGSTOWN PRESSED STEEL Division of MULLINS MANUFACTURING CORP. 
WARREN, OHIO 


Youngstown hutchens 









Wwit’S OUR WAR e LET’S FIGHT IT NOWX® 







49 

















One Woman’s War 


AYBE this soybean meat loaf and these oatmeal 

cakes won't win the war. I don’t pretend to be do- 
ing a big war job, but I’m doing the best I can . . . saving 
foods, using meat-stretchers . . . and trying to give my 
family appetizing, balanced meals at the same time. 


Thanks to my Grand Range, I can make the most of 
ration points—avoid waste . . . and save precious gas. 
Grand’s oven burner is a wonderful help, baking every- 
thing so perfectly and evenly. And what’s more, it’s 
guaranteed for a lifetime. Yes, = 


I can count on my Grand for 





dependable duty for the dura- 
. it will 


be another new Grand for me! 


tion . . . and then. . 





WHEN PEACE COMES...IT WILL BE GRAND 


Issue Builders Hardware- 


Revised Emergency Alternate 
Federal Specifications 


The U. S. Department of Com- 
merce, National Bureau of Stand- 
ards, Washington, D. C., has 
announced issuance of the Emer- 
gency Alternate Federal Specifi- 
cations for Builders’ Hardware 
as recently revised and issued in | 
printed form. These printed 
issues supersede the mimeo- 
graphed issues dated April 2, 
1942, and the appendixes. 





The emergency alternate speci- 
fications are available without | 


charge from the Superintendent 
of Documents, Washington, D. 
C. The specifications and their 
designations are: E-FF-H-106, 
Hardware, Builders’; Locks and 
Lock Trim; E-FF-H-111, Hard- 


| ware, Builders’, Shelf and Mis- 


cellaneous; E-FF-H-116b, Hard- 
ware, Builders’; Hinges (Non- 
template); E-FF-H-12la, Hard- 
ware, Builders’; Door-Closers and 
E-FF-H-136, Hardware and Fit- 
tings; (For) Lavatory-Partitions 
and Inclosures. 


Civilian Goods Directive 
Sidetracked by Army Demands 


(Washington Bureau 
of HARDWARE AGE) 

The prospects of more goods 
for civilians had been brighten- 
ing in Washington for the past 
several weeks, but the Army has 
again stepped in to cast a shadow 
of gloom over the civilian supply 
picture. 

Round one. In the fourth 
quarter the battle for steel went 
to the Office of Civilian Require- 
ments which emerged with 125,- 
000 tons of steel for the manufac- 
ture of increased supplies of 
goods. 

Round two: Nearly resulted in 
a complete victory for the 
champions of civilian economy. 
It began with WPB issuing a 
directive which would have in- 
sured that goods manufactured 
from civilian allotments actually 
reached civilian outlets. This is 
where the Army again entered 
the picture and attempted to de- 
liver the knockout blow, exercis- 
ing all possible pressure to bear 
to have the directive withdrawn. 

It seems as though the Army 
may have been willing to allow 
the steel to be allotted to civil- 
ians, but was not going to stand 
by and see 100 per cent of the 
end products eventually reaching 
civilian hands. 

The controversy is presently at 
the draw stage, as WPB has 





withdrawn the directive, but 
officials still predict that some- 
thing will be done to insure the 
goods going to civilians. 

In the past, products manufac- 
tured from controlled materials 
allocated to civilians were se- 
cured by military and other 
claimant agencies because high 
enough urgency ratings and al- 
lotment numbers were not given 
to the civilian allocation. For 
example, in the third quarter the 
Office of Civilian Supply, OCR’s 
predecessor, was allotted 75,000 
tons of steel but WPB officials 
do not know what amount of 
this tonnage, if any, ever reached 
civilian outlets. The directive, 
as issued, would have applied to 
manufacturers and would have 
outlined the sources to which 
they could direct their products. 
Obviously, this would have gone 
a long way toward remedying 
the situation. 

Under the directive, civilian 
goods would have been assigned 
priority ratings, which would be 
safe from the military, unless the 
Army presented an emergency 
rating, AAA-1, the highest issued. 

Although this directive has 
now been scrapped it is reported 
that WPB officials will attempt 
to reach a compromise in guar- 
anteeing civilian goods reaching 
civilian hands only. 


HARDWARE AGE 
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tion (Maximum Price for Non- 
ferrous Mill Products), and in 
Amendment No. 1 to Order No. 
43 under Section 3 (b) of the 
General Maximum Price Regula- 
tion (Maximum Prices for Cer- 
tain Mixed Metal Products). 
These two amendments became 
effective Aug. 10, 1943. 


The price of Treasury silver 


War Food Administrator to Issue 
Ratings for Farm Purchase of Engines 


\uthority to issue preference 
rating to farmers for the pur- 
chase of internal combustion 
engines, rated not more than 20 
H. P. has been delegated to the 


War Food Administrator. This | 


step has been taken to provide 
a method which may be used 
by farmers to obtain internal 
combustion engines for essential 
agricultural needs. 

The delegation of authority, 
contained in Direction No. 28, 
reserved to the WPB Program | 
Vice Chairman the right to pre- 
scribe, by written memorandum 
(1) the level of preference rat- 
ings assignable for such en- 
zines, (2) the uses for which 
ratings may be assigned, 


the form upon which such rat- raising crops solely for their 
ings may he assigned, (4) the | own consumption are not clig 
total quantity of such engines | ible for the ratings. 


Grade Label Requirement There are 10,000,000 filter replacements made each year 


Withdrawn on Anti-Freeze | This sales volume is marching right past your door because 


Grade labeling requirements 
for anti-freeze were withdrawn 
Aug. 16 by the Office of Price 
\dministration as part of its 
general program to adapt price 
regulations to the Taft amend- 
ment to the Emergency Price 
Control Act which prohibits com- 
pulsory grade labeling. 

Withdrawn was the require- 
ment that producers mark the 
strength of the anti-freeze in 
terms of “standard” or “sub- 
standard.” Packages, however, 
will be required to indicate the 
number of gallons of anti-freeze 
which must be added to one gal- 
lon of water to reduce the freez- 
ing point of the mixture to 10 
degrees below zero Fahrenheit, 
or as an alternative, designate by 
an anti-freeze protection table the 
amount of anti-freeze needed to 
obtain the same result. 

The action was embodied in 
(mendment 6 to Maximum Price 
Regulation 170 (Anti-Freeze) 
which became effective Aug. 16, 
1943, and which also contained 
provisions allowing certain sales 








| 


(3) | cauipme nt for hire.” Persons 


| eligible for ratings under the} 


ln 


land persons operating farm 








is 71.11 cents per fine troy ounce, | 
roughly the same as that for | 
newly mined domestic silver. The 
maximum price of imported sil- | 
ver is 45 cents an ounce. Before 
the war, imported silver was used 
almost exclusively in the manu- 















facture of silver-bearing solder 






and babbitt metal. 
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STORE 


for which ratings may be as- 
signed, (5) the period of time 
during which such ratings may 










































be assigned. 
The Directive delegates au- | 
thority to the War Food Ad- | 
ministrator to inspect “books, | 





records, and other writings” ¢ f | 
engine producers, pre-e 
and dealers to assure that they | 
are complying with Priorities | 
Regulations in connection with 
the use of ratings assigned un- 
der Directive No. 28. Farmers 


ew procedure are those raising 
crops, livestock, bees or poultry 





and 1 out of 2 modem homes is a “perennial” consumer! 


this hardware ‘‘natural” is not sold in most hardware stores. 


of wood distilled methyl alcohol 


base anti-freeze, containing less Used b ots manufacturers in original equipment Research 
than 95 per cent by volume of Air Filters offer you a perfect replacement for some fast 
wood distilled methyl alcohol, at | es item no longer available. Write today for data sheets 
Type N ceilings. | nd detailed information. 


| 
Regarding the grade labeling 


wqurenent» OPA rite mt|  Cauplete Retail Selling Program FREE 
that the industry commonly in- 





cluded “protection tables” on Free selling helps include newspaper mats, direct 
containers of one gallon or less. mailing pieces, radio spots, blotters, posters, atedow 
Many packagers of anti-freeze | and counter display material, envelope stuffers, 
have complied with the former | merchandising plans, record cards and furnace labels. 
poorisions of marketing drums 20 | ‘All furnished without cost . . . samples on request. 


“standard” since the shorter 
marking was more convenient for | 
drums. Manufacturers may, if | 
they choose, continue this sys- 
tem of indicating strength but 
are no longer required to do so 

alternatively they are required 
to use the longer descriptive 
strength statements. The amend- 
ment permits the alternative use 
of term “standard” where anti- 
freeze is such that % gallon or 
less when added to one gallon 
of water will reduce freezing 
point of the mixture to 10 de- 
grees below zero Fahrenheit or | 
lower. 












/M SURE GLAD 
YOU SOLD ME THAT 
KESTER METAL MENDER! 


Customers Are Grateful 
These Days for This Handy 
Help in Fixing Things 


© When a customer wants to repair something made of 


metal, suggest Kester Metal Mender. He’ll find it easy to 
use, he’ll be pleased with the fine job he’ll turn out, and 
he'll get a lot of satisfaction out of fixing it himself. 


® In your own repair work .. . if you’re featuring a war- 
time repair service, like so many other enterprising hard- 
ware merchants . . . you'll find Metal Mender, and other 
fine Kester Cored Solders, your right-hand helpers. Par- 
ticularly in work on radios, small appliances and all other 
electrical repairs, Kester Rosin-Core Solder is indispens- 
able for protecting terminals against corrosion that will 
cause shorts and further trouble. Most good electrical 
equipment is made with it, and should be repaired the same 
way. 


® Kester Cored Solders—including Kester Metal Mender 
—are ideal for all home and professional soldering. Self- 
contained flux eliminates guesswork and _hit-and-miss 
methods; apply heat and the job’s done—quickly, neatly 
and permanently. 


® Advise your customers not to waste Metal Mender. 
Thousands of tons of Kester Cored Solders are going into 
war production, and tin for solder is scarce. Soon as the 
war’s over, there will be plenty of Kester again, in the 
familiar high quality that has made Kester the standard of 
solder excellence for 44 years. 


KESTER SOLDER COMPANY 
4207 Wrightwood Avenue, Chicago, Ill. 
Plant: Newark, N. J. Canadian Plant; Brantford, Ont. 
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OPA Eases Restrictions on 








Industrial Rubber Footwear 


Relaxation of the regulations 
governing rationing of below-the- 


knee light-weight rubber boots 


(Type 4) so as to extend their | 


availability to persons whose oc- 
cupations are not classed as “es- 
sential,” and increased opportu- 


if they need this protection in 
their work, regardless of whether 
or not their work is deemed 
“essential.” 

2. Employers are permitted to 
obtain rubber footwear to fur- 
nish to employees who are eli- 


nity for some employers to| gible users, even though the em- 
furnish their employees with! ployers have not customarily 
rubber footwear, are provided in| furnished such footwear. The 
an Office of Price Administra-| employers must keep title to the 


tion action announced recently. 


The liberalizing changes are 
made in Amendment 3, to Ra- 


tion Order 6A (Men’s Rubber 
Boots and Rubber Work Shoes), 


effective Aug. 26, 1943. The 
amendment also releases from 


rationing certain kinds of rubber | 
boots useful in farming and simi- | 
lar work but no longer being 
manufactured for general use. 

Increased allocations of rub- 
ber by the War Production | 
Board permit OPA to make the | 
changes. A summary of the new 
provisions follows: 

1. Consumers are eligible for 
ration certificates for below-the- 
knee light-weight boots (Type 4) 


| 
| 
| 


GEN. JOHNSON RESIGNS 

COMMISSION TO GIVE 

SWPC HIS FULL TIME 

The cause of more protection 
for civilians added another ally 
recently when Brig. Gen. Robert 
W. Johnson resigned his Army 
commission so that he would be 
free to make a stronger fight for 
civilian production. Sometime 
ago he was borrowed from the 
War Department to head the 
Smaller War Plants Corp., in 
which post he was also a vice- 
chairman of WPB and held his 
commission at the same time. 
He will now devote all his time 
to SWPC. 

In announcing his resignation 
he said that he had no specific 
arguménts with the Army regard- 
ing civilian goods, but Washing- 
ton observers believe that his 
new stand as a champion of 
civilian production would be un- 
tenable in the Army. Gen. John- 
son also made public a letter 
from WPB Chairman Nelson to 
Secretary of War Stimson which 





footwear. 

3. All olive drab, clay, of 
khaki colored rubber boots, all! 
over-the-shoe rubber boots, and 
all light-weight ankle-fitting rub- 
ber boots which depend upon 
stretch at the ankle for fitting 
are released from rationing. 

4. Each dealer having in stock 
any rubber footwear released 
from rationing is required to at- 
tach to his inventory form a 
statement of the number of pairs 
of each type released, and. tu 
send a copy of the statement tv 
his OPA district office. This 
must be done before the dealer 
sells any such rubber footwear 
ration-free. 





would be less em- 
himself and_ the 
returned tu 


said that it 
barrassing to 
Army if Johnson 
civilian status. 

Gen. Johnson’s chief aim in 

SWPC is to make the fulles! 
possible use of small plants. He 
has been instrumental in getting 
war subcontracts for them. At 
the time of his resignation he 
told a press conference that he 
believed that those small plant+ 
not yet converted to war work 
would be most suitable for civi- 
lian production. 
Johnson expressed the 
OCR and othe: 
agencies concerned with civilian 
supply when he said that produc- 
tion of certain types of civilian 
goods is essential to maintaining 
a healthy war economy. 

The SWPC chairman is 5 
years old and was an officer of 
Johnson & Johnson, manufac- 
turers of surgical dressings be- 
fore entering the Army as 4 
colonel in the Ordnance Depart 
ment. 


Gen. 
same views as 
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On Some 


After further consultation with 
the industry affected, through the 
Coarse Paper Merchants’ Ad- 
visory Committee, the Office of 
Price Administration recently 
made a number of changes in 
the regulation governing ceilings 
of distributors for several hun- 
dred coarse paper products. 

These changes, reflecting OPA 
willingness to cooperate with in- 
dustry in fashioning regulations, 
represent some of the revisions 
in the regulation that had been 
recommended by the advisory 
committee at recent meetings. 

The changes, embodied in 
Amendment No. 3 to Maximum 
Price Regulation No. 349 (Dis- 
tributors’ Maximum Prices For 
Certain Coarse Paper Products) 
effective August 21, 1943, follow: 

1. Butter chips, shelf paper, 
tray covers, chopholders, bowl 
liners, paper skewers and water- 
proof papers are placed under 
the regulation. Previously they 
were under the General Maxi- 





PROPOSED REVISION OF 
R60-30 PACKAGING OF 
TYPES OF BOLTS 


A recent examination of Sim- 
plified Practise Recommendation 
R60-30, as made by the manu- 
facturers of bolts and as ap- 
proved by the Standing Com- 
mittee in charge of the recom- 
mendation, has recently resulted 
in a proposed revision of the 
initial packaging simplification 
program that was issued in 1930. 
This revised schedule of recom- 
mended packaging weights for 
different types and sizes of bolts 
was suggested by a Committee 
of the American Institute of 
Bolt, Nut and Rivet Manufac- 
turers and has been approved 
for circulation by the standing 
committee in charge of the rec- 
ommendation. 


SIMPLIFY AND EASE 
RESTRICTIONS ON 
SALE GF SCALES 

TO FARMERS 


Distribution of certain types of 
scales used primarily by farmers 
was simplified Aug. 20 by the 
War Production Board in amend- 
ing Order L-190 (scales, bal- 
ances and weights) . 

Such scales having a retail list 
price of $5.00, or less, may now 
be sold to retailers without a 
priority rating in amounts less 
than $50. Previously, the order 





SEPTEMBER 2, 1943 


OPA Changes Distributor Ceilings 


Coarse Paper Prodacts 


mum Price Regulation. Their 
ceilings, as determined by use of 
a mark-up table in the regula- 
tion, will be approximately the 
same as previously observed 
under the General Maximum 
Price Regulation. 

2. Cups, sanitary closures and 
milk bottle caps are excluded 
from the regulation and returned 
to coverage under the General 
Maximum Price Regulation. 
Customary trade pricing methods 
can be followed by making this 
change. No alteration in ceil- 
ings will result. 

3. A distributor has been re- 
defined as a wholesale paper 
merchant or jobber at least 35 
per cent of whose total dollar 
sales is in paper and paper prod- 
ucts. Previously the percentage 
was 51. 

4. Some pricing units have 
been revised to conform more 
nearly to customary trade desig- 
nations. This will facilitate 





pricing by the distributor. 


| required retailers to serve an 
A-9 rating or higher in procur- 
ing scales intended for agricul- 
tural use. 





| It was explained 

requirement frequently retarded 
| distribution of scales urgently 
needed by farmers in their day- 
to-day operations. 





The only other change in the 
| order was the redesignation of 
| the form on which application 
| is made for a preference rating 
to be used in the purchase of 
| scales. This form was formerly 
known as form PD-857. Future 
reprints of this form will bear 
the numeral WPB-2581. How- 
ever, copies of the old form 
PD-857 may still be used. 


BROADEN PERMISSIBLE 
WATER COOLER SALES 


Mechanical drinking water 
coolers, formerly available only 
for direct use by the Army and 
Navy through individual appeal, 
are now available to others when 
deliveries are specifically author- 
ized by WPB. Such authoriza- 
tion will be granted only for 
hospitals, new or enlarged indus- 
trial plants or as replacements 
in industrial plants when exist- 
ing coolers are beyond repair. 
This extension of permitted de- 
liveries comes by amendment to 
WPB limitation order No. L-38, 
and will take care of the many 





recent special calls, due to the 
expanding need in war plants. 


that this | 
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that guide the 
tools turn the 












trade... 


Hands that use CHAM- 
PION screw drivers turn 
the trade to those who 
sell CHAMPIONS. They 
know that CHAMPION 
drivers stay put in the 
handles. To hold a 
customer, tell him 
to "choose CHAM- 
PIONS, the screw 
drivers that stay 


HARDWARE COMPANY 
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TORRINGTON. CONN. 


ISI CHAMBERS STREET 
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CARL SNYDER 


Carl M. Snyder, assistant man- 
ager of the appliance and mer- 
chandise department of General 
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| Electric Company, Bridgeport, 
Conn., passed away recently in 
| the New Haven, Conn., Hospital 
| after a long illness. He was 48 
f age. 

He is survived by his widow, 
Mrs. Goldie Snyder; a daughter, 
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| Navy, and a brother, Edwin C. 
Snyder of Scranton. 
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A. E. WINTER | 


Albert Ellsworth Winter, 81, | 
president and founder of Morley- | 
Murphy Co., Green Bay, Wis.. 
passed away recently at his home 
after a two-months’ illness. 

Mr. Minter, after graduating | 
from Whitewater Normal School, 
entered the hardware business 
| in 1890 as salesman for Hibbard, 
| Spencer, Bartlett & Co., Chicago, 
| Tll., remaining there for 
| years. Later on with R. C. Mor- | 
ley, Saginaw, Mich., he acquired | 
| the interests of the Godfredson | 
| Bros. Co., and started the Mor- | 
ley-Murphy firm. In the begin- | 
ning Mr. Winter was secretary: | 
|manager of the company.| 
| Through the years that followed | 
| he was active in the firm, and | 
observed it grow into one of the | 
largest wholesale hardware estab- | 
lishments north of Chicago, II. 
When Mr. Morley retired in 1924 
Mr. Winter succeeded him to the | 
presidency and also became a | 
member of the board. At the | 
time of his death he was vice- | 
president and a director of the | 
Kellogg-Citizens National Bank. | 
He served as chairman of the | 
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, & mental giants of advertising tell 
us that “‘service copy’’ gets read by consumers, (your customers). 
If this is true, here's one advertisement that should go a long way 
in keeping the consumer preference for Whitney Hampers alive until 
that day (soon we hope) when we can again supply enough 
Whitney Hampers to fill your needs. 


Whitney 


HAMPERS 


BEST KNOWN IN THE PAST... BEST KNOWN IN THE FUTURE 


| 


14 | 





















F. A. WHITNEY.CARRIAGE CO. + LEOMINSTER, MASS. 

















organizing committee of the 
Green Bay Association of Com- 
merce and was its first president 
in 1917. 

He is survived by his widow, 
j one brother, J. V. Winter, La 
| Crosse, three nephews and one 
| niece. 
ALLEN SEYMOUR 


Allen Seymour, district man- 
ager in Philadelphia, Pa., for 
the abrasive division, Norton 
Co., Worcester, Mass., passed 
| away recently. Mr. Seymour had 
| been with the Norton Co. for the 
past twenty years. 






K. V. FERGUSON 


Kenneth V. Ferguson, presi- 
dent of the United Stove Co., 
| Ypsilanti, Mich., passed away re- 
| cently after a short illness. 

Mr. Ferguson started his busi- 
| ness career in the employ of the 
| Aladdin Construction Co., after 
| attending Michigan State college 
| for two years. In 1916 he went 
to Chicago, Ill., where he work- 
| ed with his father in the ready- 
| cut house department of Mont 
| gomery Ward Co., and in 192] 


| Polly, a son, Richard, in the} he assumed his father’s duties 


in the department. In 1933 he 
became sales manager for the 
United Stove Co., which his 
father had founded and devel- 
oped. Because of his father’s 
illness Mr. Ferguson assumed 
the duties of president of the 
company in 1937 and two years 
later he was elected president of 
the company which position he 
held until his passing. 

He is survived by his wife. 
Mrs. Madeleine Ferguson and 
two sons; Robert, U. S. Armed 
Forces, Camp Wallace, Tex., and 
James, at home. 





K. V. FERGUSON 
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Magar AMATEUR STANDING — PROFESSIONAL WORK 
1933 he 

Fes _ A GoopD MANY HOMECRAFTERS will be working more seriously than ever this year, doing 
cn ls 

id devel- their own repairs and making new things for the house. It’s not just a matter of enjoy- 
father’s i : 
assumed ment—riding a hobby; it’s the added fact that carpenters are hard to get and new material 

t of the P ‘ 

iis’ seas high priced. 

sident of . 

ition he These craftsmen are taking better care of their tools, knowing they are scarce, and one of 

is wife, the most important items in that care is sharpening on a good oilstone. From the Norton 

on 1 . 2 ‘ 2 ; F 

rire Abrasives line you can furnish a variety of stones to suit every user. with every degree 

a of experience and every kind of equipment. 


The #598 Bench Stone Display Assortment has four each of three different stones: 


QuEER CREEK at 25¢, a good low-priced stone; 

Wasuita at $1.15, a fine natural stone which has been preferred by expert wood- 
workers for years; 

CRYSTOLON COMBINATION (coarse and fine) of silicon carbide, oil filled—$1.25 each. 






Make yourself a good profit and some good friends by selling 





these fine stones. They help amateurs do professional work! 











BEHR-MANNING - TROY, N. Y. 


DIVISION’ OF NORTON COMPANY 


ALSO QUALITY SANDPAPERS SINCE 1872 
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Prepared from Releases of Fish & Wildlife Service 
U. S. Department of the Interior, Washington, D. C. 


1943 Federal Migratory Game Bir 





NOTE—The seasons here shown include both opening and closing dates and are the periods when migratory game 


birds may be taken without violating Federal regulations. These seasons may be shortened, however, by State law or 
Communicate with State game departments for late orders or regulations. 


This chart, and supplemental data on page 57 of this issue of HARDWARE AGE shows seasons only for species pro- 


tected by Federal law; for other species consult State laws. 


“a’’ See Supplementary Information under states on page 57 of this issue of HARDWARE AGE, or according to species, 


on the same page. 














| STATE | Duck, geese, brant, | _Rails, gallinule Mourning dove 

Region, District coot and/or sora (except coot) Woodcock Band-tailed pigeon or turtle dove 
| Alabama | Nov. 2—Jan. 10 | Nov. 20—Jan. 31 A MEER Gis Nov. 20—Dec. 19 (a).} 1 
Alaska | (a) ree hee as eee eee eee ee 2 
Arizona Nov. 2—Jan. 10 Sept. 1—Nov. 30 ee ‘ Sept. 16—Oct. 15 Sept. 1—Oct. 12.....| 3 
| Arkansas | Nov. 2—Jan. 10 Sept. 1—Nov. 30 Dec. 1—Dec. 15 , iG innate Pa | Sept. 16—Oct.15....| 4 
California (a) No open season Dec. 1—Dec. 30.....| Sept. 1—Oct.12.....| 5 
| Colorado Oct. 15—Dec. 23 Sept. 1—Nov. 30 peed: .| Sept. 1—Oct. 12.....| 6 
| Connecticut Oct. 15—Dec. 23 (a).| Sept. 1—Nov. 30 Oct. 16—Oct. 30 SES epee reer 7 
| Delaware Nov. 2—-Jan. 10 (a)..| Sept. 1—Nov. 30 Nov. 15—Nov. 29. Sept. 16—Oct. 15.. 8 
| Dist. of Columbia No open season Pict hes andthe et : 9 
| Florida Nov. 2—Jan. 10 (a)... Sept. 1—Nov. 30 Dec. 1—Dec. 30 10 
Georgia Nov. 2—Jan. 10 (a)..| Sept. 1—Nov. 30 | Nov. 20—Dec. 19....| 11 
| Idaho Oct. 15—Dec. 23 (a).| No open season .| Sept. 1—Sept. 10 12 
Illinois Oct. 15—Dec. 23 (a).| Sept. 1—Nov. 30 | Sept. 1—Sept. 30... .| 13 
| Indiana Oct. 15—Dec. 23 Sept. 1—Nov. 30 Oct. 15—Oct. 29 ayy eee rey, 
| Iowa Sept. 25—Dec. 3 No open season when soaress 1S 
| Kansas Oct. 15—Dec. 23 Sept. 1—Nov. 30 Sept. 1—Oct. 12 16 
Kentucky Oct. 15—Dec. 23 Sept. 1—Nov. 30 .| Sept. 16—Oct. 15 17 
| Louisiana Nov. 2—Jan. 10 Sept. 15—Dec. 15 Dec. 15—Dec. 29 | Nov. :20—Dec. 19 18 
| Maine Sept. 25—Dec. 3 (a). Sept. 25—Dec. 3 Oct. 10—Oct. 24 A ene re ..| 19 
| Maryland Nov. 2—Jan. 10 :a)..| Sept. 1—Oct. 31 Nov. 15—Nov. 29. Sept. 16—Oct. 15. 20 
| Massachusetts Oct. 15—Dec. 23 (a).| Oct. 15—Dec. 23 Oct. 20—Nov. 3 | ELE Pe ary 21 
Michigan Sept. 25—Dec. 3 Sept. 1—Nov. 30 (a) awees 22 
| Minnesota Sept. 25—Dec. 3 Sept. 16—Nov. 30 Oct. 3—Oct. 17 | Sept. 16—Sept. 30...| 23 
| Mississippi Nov. 2—Jan. 10 Sept. 1—Nov. 30 Dec. 15—Dec. 29 | Nov. 20—Dec. 19 24 
Missouri Oct. 15—Deec. 23 Sept. 1—Nov. 30 Nov. 10—Nov. 24 Sept. 1—Sept. 30 25 
Montana eT a) er eres rer rrr rrr rrr rrr ren Corr, eer rr 26 
Nebraska Oct. 15—Dec. 23 Sept. 1—Nov. 30 ° er 27 
| Nevada Oct. 15—Dec. 23 No open season Sept. 1—Oct. 12 28 
| New Hampshire Sept. 25—Dec. 3 (a).| Sept. 1—Nov. 30 Oct. 10—Oct. 24 29 
New Jersey Oct. 15—Dec. 23 (a).| Sept. 1—Nov. 30 Nov. 1—Nov. 15 : eoms 30 
| New Mexico Nov. 2—Jan. 10 Sept. 1—Nov. 30 Sept. 16—Oct. 15 Sept. 1—Oct. 12 31 
| New York Oct. 15—Dec. 23 (a).| Oct. 15—Dec. 23 (a) 32 
| Long Island Oct. 15—Dec. 23 (a).| Oct. 15—Dec. 23 Nov. 1—Nov. 15 na Riudimiuianee 33 
| North Carolina Nov. 2—Jan. 10 (a)..| Sept. 1—Nov. 30 | Nov. 25—Dec. 24 34 
| North Dakota Sept. 25—Dec. 3 Sept. 1—Nov. 30 ae svunesoueenes 35 
| Ohio Sept. 25—Dec. 3 Sept. 1—Nov. 30 Oct. 10—Oct. 24 | ives icaaiten 36 
Oklahoma Oct. 15—Dec. 23 Sept. 1—Nov. 30 Dec. 1—Dec. 15 ; .....| Sept. 1—Oct. 12 37 
Oregon Oct. 15—Dec. 23 No open season : Sept. 1—Sept. 30... .| Sept. 1—Sept. 15 38 
| Pennsylvania Sept. 25—Dec. 3 .| Sept. 1—Nov. 30 Oct. 1—Oct. 15 | ‘ : ie 4 sdicue pense’ 39 
| Rhode Island Oct. 15—Dec. 23 (a).| Sept. 1—-Nov. 30 Nov. 1—Nov. 15 ee Sis wit peta 40 
South Carolina | Nov. 2—Jan. 10 (a)..| Sept. 1—Nov. 30 ‘| Nov. 20—Dec. 19 41 
| South Dakota | Sept. 25—Dec. 3 Sept. 1—Nov. 30 | «+f sea Sia aceceaness 42 
Tennessee Nov. 2—-Jan. 10 No open season | ...| Sept. 16—Oct. 15 43 
| Texas Nov. 2—Jan. 10 Sept. 1—Nov. 30 z eaceten (a) 44 
| Utah Oct. 1S—Dec. 23... .| Sept. 1—Nov. 30....|..........0..00c cee Miswsacaieinatos | sepia eniuainal 45 
| Vermont Sept. 25—Dec. 3 | Sept. 1—Nov. 30 Oct. 10—Oct. 24 SRA ak) Pee (PEP eTe oe 46 
Virginia Nov. 2—Jan. 10 (a)..| Sept. 1—Nov. 30 Nov. 20—Dec. 4.....|...... - ss... +2.| Sept. 16—Oct. 15....| 47 
| Washington | Oct. 15—Dec. 23....| No open season my +e reg Se ee eres 48 
West Virginia Oct. 1S—Dee. 23... .| Sept. 1I—Nov. 30....| Oct. 1S—Oet. 29... |... 0... ccc e cee ees Seta 1400504 Be 49 
| Wisconsin | Sept. 25—Dec. 3....| Sept. 25—Dec. 3 .| Oct. 1—Oet. 18... |... eee eeeee rene ee EPR he So 
Sept. 25—Dec. 3 Pe EY od ones « pers waned eoneshacnaas ev basesk lates A diate wkd wana ahs aaad 51 
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Supplementary Information 


Alaska—Ducks, geese, brant and coot in Fur Districts 1 
and 3, Sept. 21-Nov. 29; in remainder of Alaska, Sept. 1 
to Nov. 9. 

Arizona—White winged dove may be hunted from Sept. 1 
to Sept. 15. 

California—The open season for wild ducks, geese, brant 
and coot (except on the Colorado River and within 10 
miles of its western bank) is Oct. 15-Dec. 23. On the Colo- 
rado River in California and within 10 miles of its western 
bank the open season for wild ducks, geese, brant, and coot 
is Nov. 2 to Jan. 10. 


Connecticut—Scoter (sea coots), in open coastal waters 
only, beyond outer harbor lines, Sept. 15 to Oct. 15; there- 
after, from land or water, during the open seasons for 
other water fowl in this state. 

Illinois—Ceese, in Alexander County the open season is 
shorter than in the rest of the state being from Oct. 15 
to Dec. 13. 

Maine—Scoter (sea coots), in open coastal waters only, 
beyond outer harbor lines, Sept. 15 to Sept. 30; there- 
after, from land or water, during the open seasons for 
other water fowl in this state. 

Massachusetts—Scoter (sea coots), in open coastal waters 
only, beyond harbor lines, Sept. 15 to Oct. 15; thereafter, 
from land or water, during the open seasons for other 
water fowl in this state. 


Michigan—P oodcock, in Upper Peninsula, Oct. 1-Oct. 15; 
in remainder of state, Oct. 15-Oct. 29. 


New Hampshire—Scoter (sea coots), in open coastal 
waters only, beyond outer harbor lines, Sept. 15 to Sept. 
30; thereafter, from land or water, during the open seasons 
for other water fowl in this state. 


New York—Wild ducks, geese, brant and coot, in those 
portions of Essex and Clinton counties east of the Dela- 
ware & Hudson Railroad tracks and that part of Wash- 
ington County east of those tracks to and including the 
town of South Bay and all of the waters of South Bay and 
one mile distant from such waters in any direction, Sept. 
25 to Dec. 3. In the rest of New York State, including all 
of Long Island, Oct. 15 to Dec. 23. Woodcock, in that 
part of New York lying north of the tracks of the main 
line of the New York Central Railroad extending from 
Buffalo to Albany and north of the tracks of the main line 
of the Boston & Albany Railroad extending from Albany 
to the Massachusetts state line, Oct. 1 to Oct. 15, That 
part of New York (excepting Long Island) lying south 
of the line described above, Oct. 15 to Oct. 29. In Long 
Island, Nov. 1 to Nov. 15. Scoters (sea coot), in open 
coastal waters only, beyond harbor lines, Sept. 15 to Oct. 
15; thereafter, from land or water, during the open seasons 
for other water fowl in this state. 

Rhode Island—Scoters (sea coot), in open coastal waters 
only, beyond outer harbor lines, Sept. 15 to Oct. 15; there- 
after, from land or water, during the open seasons for 
other water fowl! in this state. 

Texas—White-winged dove may be hunted from Sept. 13 
to Sept. 19. Mourning or turtle dove may be hunted Sept. 1 
to Oct. 12 in the following counties—Kinney, Uvalde, 
Medina, Bexar, Comal, Hays, Travis, Williamson, Bell, 
Falls, McLennan, Hill, Navarro, Kaufman, Hunt, Hopkins, 
Delta and Lamar, and all counties north and west thereof, 
Sept. 1 to Oct. 12; in remainder of state, Nov. 20 to 
Dec. 19. 

Shooting Hours: 

Hunting of migratory game birds this year, except geese 

(Continued on page 69) 
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Helping to maintain America's air fleet of wind- 
nills is an important responsibility of Monit 

dealers. They are the ground crew that went to 
work on hundreds of idle windmills and set them 
to whirring smoothly again. The Baker Mfg. Co. 
is working at top speed to furnish the replace- 
ment parts to put every possible windmill, pump 
and well back in service . . . and the job is being 
donel No ration certificate is needed for repairs 
to replace windmill parts d ged or worn out 
Resourceful dealers are locating old towers which 
can be moved and reassembled for many more 
years of useful service. Though many of them 
have stood agains? the storms of two decades or 
more, Monitor windmills are answering Uncle Sam's 
call for air power on the farm. 


































a Va ‘nf WV BS £4 
SHY POY 23 WINDMILLS 
euMPS DISTRIBUTED BY 
WINDMILLS © BAKER MFG. CO.; Minneapolis, Minn.; Madison, Wis.; 
umP) ACKS * Fort Dodge, 1ta.; Cedar Rapids, ta.; Omaho, Neb.; 
ad PUMPS ® Kansas City, Mo.; Enid, Okla.; Hutchinson, Kon. 
HAND LIES AXTELL CO.; Fort Worth, Texas; Amarillo, Texas; 
1 surP Lubbock, Texas; San Angelo, Texos. 


BAKER MFG. CO., EVANSVILLE, WIS. 





wet 


IMPORTANT TRADE 
BULLETIN 


VIGORO 


IS AVAILABLE NOW- 


ACU LULA LL 
plantings f 











A Limited Quantity 


of this unique fine-profit plant food is on hand 
for fall feeding. 


ORDER NOW TO BE SURE OF YOUR 
SUPPLY! 

This is the same complete balanced plant 
food—the same VIGORO that has brought 
gardening success to millions—gratifying sales 
to dealers from coast to coast. 


Order from your Swift salesman or write direct to 


SWIFT & COMPANY, Fertilizer Works “‘Chicege 




































The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 


\ = displays, 


interior displays and advertis- 
ing must be coordinated in the 
retail hardware store if the best 
results are to be secured from 
these sales - producing mediums. 
Salespersons are important factors 
in the successful development and 
execution of such a program, be- 
cause on their shoulders falls most 
of the responsibility for carrying 
out the merchandising plans de- 
veloped for the business. 

Most of the members of the 
Harpware Ace Retail Sales Idea 
Club perform one or more of these 
jobs in their stores. Some trim 
the windows, others arrange table. 
platform and sidewall displays in- 
side the store, while others de- 
velop advertisements for local 
newspapers or plan the use and 
distribution of other promotional 
material of this character. 

Whether these jobs are split up 
among several persons or are all 
handled by one person, there is a 
decided need for a merchandising 
program that will coordinate all 
of these activities. 

It is only natural that a schedule 
of window displays should be the 
basis for this merchandising pro- 
gram. Most hardware _atores 
change at least one window every 
week so there is regularity in that 
activity. Window displays should 
be planned and scheduled at least 
two or three months in advance. 
This allows a reasonable amount 
of time for the development of 
other features also designed to 
promote the sale of the item or 
line. Some con- 
cerns develop 
their window 
schedule for the 
entire year at the 
beginning of the 















Coordinated Merchandising 


year and then adjust it to condi- 


tions as the year progresses. 


Once the window display sched- 
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ule is made up, it is possible to 
schedule interior table or platform 
displays that should be installed 
during this same period. 

The next step is to select the 





September Contest 


“What Do You Know?’ 


$20.00 in Cash Prizes 
For Answering These Questions Correctly 


1—Name at least three ways in which envelope stuffers, 
which are often supplied by manufacturers, can be used to 
promote the sale of merchandise in the hardware store. 

2—Find the turnover for the following business: Sales for 
the year, $32,000.00; cost of goods sold, $21,400.00; average 
inventory for the year, $8,560.00. Show all calculations to 


prove your answer. 


3—Give at least four reasons why you would prefer a 
downtown location for a retail hardware business in a town 


of 25,000 population. 


4—Last year a retail hardware store earned a margin of 
31 per cent. The owner estimates expenses for the coming 
year at $8,320.00. He desires a profit of 5 per cent. Deter- 
mine the volume of sales necessary to permit the company to 
cover its expenses and secure the desired profit. 

5—Floors in average retail hardware stores are swept either 
shortly before the store closes in the evening or shortly after 
the store opens in the morning. Which is the best time in your 
opinion? Give several reasons to support your views. 


Send in Your Answers — $20.00 in Cash Prizes! 
CONTEST RULES 


Harpware AcE will pay a First Prize 
of $10.00, Second Prize of $5.00, Third 
Prize of $3.00, and a Fourth Prize of 
$2.00 for the four best papers submitted 
in answer to the above questions. En- 
tries must be received not later than 
Sept. 20, 1943. The winners will be an- 
nounced and correct answers to ques- 
tions published in the Oct. 28 issue of 
HarpwareE AcE on the Retail Sales Idea 
Club pages. In case of ties, duplicate 
prizes will be awarded. Decisions of 
the editors will be final. All material 
becomes the property of HARDWARE 
AGE. 

1—Just write your answers to ques- 
tions on a sheet of paper and mail to 


Harpware AcE Retail Sales Idea Club. 
100 East 42nd Street, New York, N. Y. 

2—Be sure your name and address is 
written on the paper, as well as the 
name of your company. 

3—Write the name of the contest— 
September “What Do You Know? Con- 
test—on your entry. 

4—Only individuals who have regis- 
tered for membership in the HaRDWARE 
Ace Retail Sales Idea Club are eligible 
to participate in this contest. If you 
are not a member, you can become one 
by filling in the simple registration 
form shown on these pages, and mailing 
it to the club. There is no cost for 
membership. 
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times when advertisements 01 
other promotional material should 
be used to further the sale of the 
merchandise featured in window 
and interior displays. 

Since many of the window dis- 
plays will be based on or asso- 
ciated with special events or na- 
tional holidays, it is a good plan 
to record such special days on 
the program. Store decorations 
frequently will be in order for 





such occasions and they must be 
planned in advance of the event. 

Under normal conditions, store 
anniversaries or other special days 
of unique importance to a par- 
ticularly business might be cele- 
brated with sales so notations of 
these days should be added to the 
program. However, today special 
sales are unnecessary and short- 
age of merchandise makes them 
decidedly impractical. 


You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 
pages of successful idea-. 





It is apparent that some means 
must be used to coordinate the 
various promotional factors of the 
business and a merchandising pro- 
gram is one of the best ways in 
which this may be accomplished. 
No one person can have in mind 
all of the details connected with 
such a plan and, when responsi- 
bility for the various jobs is di- 
vided among several people, a mer- 
chandising program is necessary. 


* * * 
FOR EACH OF THESE ID E A S $1.00 WAS PAID 


Self-Serve Fixture for 
Bolts and Screws 


“We find that metal fixtures 
are ideal for showing a wide 
variety of bolts and screws. These 
fixtures are made up of small bins 
which hold adequate retail stocks 
of these items. The fixtures were 
placed in a corner of the store and 
we refer to this as a self-serve 
‘nut and screw’ corner. 

“Heretofore, our stocks of these 
items were in several different 
places, none of which were acces- 


Copy this form on a penny 
post card if more than one 
form is necessary. 





sible to the customer. So when 
we had the opportunity to pur- 
chase the steel bin equipment we 
did so and it has worked out most 
satisfactorily.” 
Harotp A. STIMMEL 
The Worthington Hardware Co.. 
Worthington, Ohio. 
* & *@ 
Greeting Card Displays 
“A short time ago we added a 
line of inexpensive, every-day 
greeting cards many of which were 
designed to be directed to the men 


in the service. Displaying this line 
created quite a problem but we 
solved it by putting up three lines 
over which the cards were dis- 
played. The lines were of fish line 
and were about 6 in., apart. En- 
velopes and the price tickets of the 
greeting card were attached to the 
cards with paper clips. Customers 
were able to wait on themselves 
and the cards were in plain view 
of all.” 

NADINE BaLpwin. 

* Baldwin Hardware. 
Milan, Mo. 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 


100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales ideo 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 


ae 
re 1 i So". 
City State otic 





| am submitting the following idea which may be of interest to 


bers of the club. 
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9,000,000 Retail Employees 


Back Third War Loan Drive 


$200 sales quota is set for each 
store employee. Sales goal through 
retail stores to be $1,000,000,000 


| ee of $15,- 


000,000,000 which is the greatest 
amount ever set for any financial 
program in the history of the 
world, has been announced for 
the Third War Loan Drive to be 
launched September 9. The re- 
tailing industry is expected to 
shoulder a big share of this tre- 
mendous load in an all out drive 
to sell more than a billion dollars’ 
worth of “E” bonds and stamps 
through extra effort on the part 
of all retail employees. 


Concentrated and Intensive 


More than 5,000,000 retail 
workers will be called upon to sell 
at least $200.00 worth of bonds 
each during the three-week period 
in one of the most highly concen- 
trated and intensively organized 
drives of its kind ever attempted. 

To assure attainment of this 
fabulous goal, members of the 
Retailers War Campaigns Com- 
mittee have been working con- 
tinuously with officials of the U. S. 
Treasury Department to see that 
every possible angle of extending 
the sale of bonds through retail 
outlets is exploited to the fullest. 

According to Treasury officials, 
.. the stupendous task can be accom- 
plished only by selling more bonds 
to more individuals and by extend- 
ing the number of selling outlets. 
The highly organized retail sys- 
tem represents the main hope of 
reaching more millions by estab- 
lishing more stores as issuing 


agents and by urging already es- 
tablished agents to reach more 
people through concerted sales ac- 
tion in the month of September. 

Treasury officials also point out 
that there are more than 25,000,- 
000 people in the country not ex- 
posed to some form of regular or 
systematic purchase of war bonds 
through such plans as payroll de- 
ductions. This important group 
includes professional men, farm- 
ers, small business men, house- 
wives and others who can be 
reached best by retailers. 

To stimulate retail salespersons 
to sell bonds and stamps during 
this drive, official Treasury cita- 
tion will be awarded to all em- 
ployees who sell $200.00 or more 
of bonds. Citations are 21% in. 
by 4 in. and dre signed Henry 
Morgenthau Jr., Secretary of the 
Treasury. 


“Back the Attack” 


The tone of the entire campaign 
is one of grim seriousness and is 
calculated to get direct action 
from the millions who will be in 
contact with their retail stores dur- 
ing the month of September. The 
major slogan is “Back the Attack 
With War Bonds.” 

In addition to a series of sug- 
gested newspaper advertisements 
designed for use by various retail 
stores, the Treasury Department 
will also deliver three posters for 
use during September. These are 
reproduced herewith and will be 
delivered by mail or by your local 
Boy Scout organizations. 














These government post- 
ers will be issued to 
retailers during Septem- 
ber and will be de- 
livered either by mail 
or by local Boy Scout 
organizations. From top 
to bottom they are for 
1—Labor Day: 2—Third 
War Loan; 3—General 
purposes. 


* x * 
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Con STERNO 
See now in GLASS JARS 


Due to the Government conservation program, Sterno Canned 
Heat can no longer be put up in tin cans. We are now putting out 
our product in Glass Jars. 


; 2 This is strictly a refill package as the material is scooped from 
ea MO no the Jar and burned in an empty Sterno can. It is the same product 

ABS, ree - formerly put up in cans and will burn in the same satisfactory 
manner. 


Conserve your stock of Sterno in cans at once. 
Impress upon your customers to save their empty Sterno cans 


eli x for refilling from Jars of Sterno. 
rho : You should have these “Sterno in Jars” in stock at once to cash 


Cr in on the national advertising. Buy through your wholesaler. 


Canned Heat ’ IMPORTANT 


A beautiful 4 color counter display featuring Sterno in Jars 
——— ALCOHOL sent free to any retailer upon request. You will find a prepaid 


For Refilling Purposes Only Z self addressed card in each carton of Sterno Jars. 
DO NOT BURN IN JAR 


Read Direction Label Carefully: = ia ; ; c 60 Cc 
Contents 13% ox No. 4013 Printed in U-S- ay Retail Price_Jar 49 Far West 
STERNO CORPORATION, NEW yorK . 3 Packed 12 to carton 
, ” ‘i Your Price — dozen $430 Far West $540 


STERNO CORP., Dept. H, 9 E. 37th St., N.Y. 










USERS have found ; 
the DIFFERENCE! _ Wmetrican 


MOLDED 
PLASTIC 










“INDESTRUCTO” 
PLUMBING SPECIALTIES! 


Molded Plasticss are not all alike 
American has pioneered big improve- 
ments over ALL other kinds. Once more 
We will not aMict the trade with 
makeshifts to be endured for the dura- 
tion. American units are PERMANENT. 






FOR IMMEDIATE SHIPMENT: 
Saran* Plastic Tubing and Fittings. 


* Trademark of The Dow Chemical Co 


Branch Offices Located in Principal Cities 


J. M. Butts Co.......Bona Allen Bidg. Potter-Roemer Co......2432 E. 8th St 
Atlanta, Ga. Los Angeles, Cal. 
BW. Biss arescces P. 0. Box 1552 Glyde Gary ...2--.200. 703 Market St 
Fort Worth, Texas San Francisee, Cal. 
John wareeee. 2 *. 164 Jackson St. Products —— Inc., 47 Kemble St 
Seat! ash. Bos‘ Mass. 
Mitchell Love...... errs 16 No. 16th St. Paul R. eoumr'4 Co.....4000 York St 
Philadelphia, Pa. Denver, Colo. 


John G. Kelly, Inc., 24-14 Bridge Plaza South 
Long Island City. New York 
oe _ Canadian Distributors: 


WIRE OR WRITE FOR FOLDERS AND PRICES W. H. Cunningham & Hill, Ltd., 269-271 W. Richmond St., Toronto 7? Canada 
AMERICAN MOLDED PRODUCTS SALES COMPANY oy frets. 
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Sell 45 Milk Coolers a Year 


Although the farmers in its 
area are equipped with them, 
Owego-Murray Co.,Owego,N. Y., 
has large replacement sales 





ON AVAILABLE GOODS 


Several styles of 
coolers are shown 
in this display on 
the second floor. 
They are also seen 
on the main floor 
during the greater 
part of the year. 








800 DAIRYMEN 
CAN’T BE WRONG! 


“Murray” Milk 
Coolers Must 
Make Good! 


More than 800 dairymen 
have already bou;ht milk 
coolers of one of the three 
Murray Stores, 


All are now enjoying 
the satisfaction that 
/ comes from dependable 
elas. wt.) service at a fair price. 


HERE’S WHAT SELLS MURRAY COOLERS 


@ Your choice of nationally @ Ice wall or agitator 
known compressors and of styles. 
drop-in, conventional type or 
concealed coil cabinets. 


@ One or Five Year Guar- 
anteee. @ As complete a sales and 
service stock of milk coolers 
as you'll see anywhere. 


Priced from $190.00 up, delivered and installed 





@ Hermatically sealed or 
open type units. 


@ Freon compressors. 
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Here is a typical 
advertisement. It 
originally meas- 
ured 4 by 4% 
in. in size. The 
smallest and low- 
est priced cool- 
ers are the ones 
usually featured. 





Ki. though 90 to 


95 per cent of the dairy farmers 
in the trading area have electrical 
milk coolers, Owego-Murray Co.. 
Owego, N. Y., manages to sell 
more than 45 units every year as 
replacements. 

“One would think that there 
would be very little milk cooler 
business available in our area,” 
says G. E. Camin, manager. “Prac- 
tically all of our sales today go to 
replace equipment that is worn 
out. Milk coolers will last ap- 
proximately 10 years. Some last 
longer and some not so long, de- 
pending upon whether or not the 
farmer is a good mechanic and the 
care he gives the equipment. There 
is, however, plenty of milk cooler 
business available each year and 
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we do everything we can to get 
our share.” 

This company uses direct-mail 
extensively in developing pros- 
pects for this merchandise. Re- 
cently, it wanted to increase its 
mailing list to approximately 6000 
farmers. Several milk companies 
in the area were contacted and ar- 
rangements were made with them 
whereby the firm was able to check 
its mailing list against the milk 
company’s list of farmer suppliers. 
While doing this job the company 
was also able to check on the num- 
her of farmers that had milk 
coolers. 

The majority of the milk coolers 
sold in the trading area retail for 
around $250. The least expensive 
aud smallest unit is usually fea- 
tured in the store’s advertising. 

Milk coolers are displayed on 
the first floor most all the year 
for they are sold practically the 
year around. The dairies that buy 
in the area have set such low maxi- 
mum temperatures on milk re- 
ceived from the farmer that it is 
almost impossible for a farmer to 
cool his milk properly without a 
cooler in any season of the year. 


\ more elaborate display of cool-. 


ers is shown on the second floor 
which features other farm goods. 

Some of the largest sales the 
company has made resulted from 
contacts with the dairy companies. 
\ few years ago the firm sold 20 
milk coolers to 20 different farm- 
ers by cooperating with one of the 
dairy concerns. Most of the nego- 
tiations regarding the price and 
installation of the units were made 
through the dairy, but the indi- 
vidual farmers paid for the coolers 
and they were installed individual- 
ly. These dairy company contacts 
also lead to cooler prospects. The 
dairy usually knows when the 
farmer needs new equipment. 
sometimes before the farmer knows 
it himself. Lack of proper equip- 
ment is reflected in the milk the 
farmer produces. 

Service work is an important 
consideration in the mind of the 
farmer in buying this equipment. 
This company contracts with an 
independent milk cooler specialist 
to take care of this type of work. 
\ set schedule of charges can he 
quoted farmers for this work. 
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CUTS CASUALTIES 


Our armed forces everywhere are also fighting dirt 
and disease—frequently more dangerous than bullets. 
Mobile laundry units are provided, with small gasoline 
engines as a part of the power equipment. One more 
“service star” for rugged, dependable Briggs & Stratton 
engines, now serving our armed forces in many ways. 


Bucs again we want to urge every one 
here back home who owns or operates 
Briggs & Stratton 4-cycle, air-cooled 
gasoline engines, to do everything pos- 
sible to keep them at top efficiency. Not 
only will extra service be gained, but 
the critical materials that would be need- 
ed in unnecessary repairs will be saved. 


Whether these engines are on farms, 
in industrial plants, on construction or 
road jobs, or in army camps—they are 
all doing their part in the war program 
— and deserve extra care right now. 


Keep your Briggs & Stratton gasoline 
engines clean, properly adjusted, well lu- 
bricated, and in repair. Your nearest 
dealer or Briggs & Stratton Service 
Station will be glad to help you. 


BRIGGS & STRATTON CORP. 
MILWAUKEE, WIS., U.S.A 


ENLIST YOUR DOLLARS 


Invest In 
WAR BONDS 


GASOLIME 
— ee 
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Solder price rise—Sellers of 
solder and babbitt metal have been au- 
thorized by OPA to add to their prices 
the increased costs resulting from use of 
treasury silver sold under tae Green 
act. The maximum price henceforth 
for any solder or babbitt metal contain- 
ing silver is the highest price the seller 
charged in March, 1942, plus 9.634 
cents a fine troy ounce of foreign silver 
contained in the product, or plus 36.125 
cents if treasury or domestic silver is 
used. This amendment to the general 
maximum price regulation is effective 
immediately. 

e . * x 

Cotton textile priorities—-The 
priority plan governing much of the 
total annual production of woven cot- 
ton textiles into industrial and agri- 
cultural uses, has been simplified in a 
new WPB order M-317. The order 
assigns an AA-3 rating, rather than the 
former A-2, for procurement of woven 
cotton textiles for many essential prod- 
ucts. The new order is intended to 
assure better distribution of specified 
woven cotton textiles for certain indus- 
trial and agricultural end-products, in- 
cluding the following: buffing wheels, 
coated abrasive cloths, asbestos pipe 
covering, rubber footwear and gloves, 
mechanical rubber goods, tire-re-treads, 
friction and insulating tape, horse col- 
lar pads, backbands, fly nets, glass sub- 
stitute fabrics, filter cloths, etc. 

a a Me 

Sports equipment—<A 25 per 
cent increase in the production of 
sports equipment, due mainly to de- 
mands of the armed forces, emphasizes 
the fact that more Americans are par- 
ticipating in athletics than ever before. 
WPB’s sports equipment division esti- 
mates that participation in softball, 
basketball and volleyball has doubled, 
or more, since 1941. About 50 per cent 
more men are playing baseball, and 
boxing has shown a 10 per cent in- 
crease, chiefly because of activities in 
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Army camps and Naval stations. How- 
ever, civilians, too, apparently are turn- 
ing more and more to athletics for 
recreation, as they were increasingly 
doing in the pre-war days. Sports sup- 
plies factories are operating at capacity, 
and WPB estimates that 70 per cent of 
the equipment output, already one- 
fourth greater than the peace-time level 
of 1941, was going to the Army, Navy 
and Marines. It states: “The athletic 
equipment industry has been extremely 
ingenious in locating substitutes for 
materials found to be short.” Footbal! 
and golf have been hardest hit by the 
war. The production of tennis balls, 
skates, skis, toboggans, hockey sticks 
and some other items has been curtailed 
or discontinued, but on the other hand, 
baseball manufacturers are producing 
25 per cent more than two years ago. 

x * u 

Construction 

in the United States the first six months 
of this year dropped to $4,500,000,000, 
or 24 per cent below the same period 


New building 


last year and 40 per cent below the last 
half of 1942, according to the Depart- 
ment of Commerce. The decline has 
been led by drops in the two major 
components—military and naval work 
and publicly-financed industrial build- 
ing. Those two groups accounted for 
20 per cent of war expenditures in the 
first three quarters of 1942, less than 14 
per cent in the fourth quarter, 9 per 
cent in the first quarter of 1943 and 
only 6 per cent in the latest quarter. 
= + 

Late industrial notes—Stan- 
dard & Poor’s industrial production 
index for the week ended Aug. 14 stood 
at 210.7 per cent of the 1935-39 aver- 
age, compared with 180.4 a year ago. 
Revenue freight carloadings by rail- 
roads totaled 887,165 in the week ended 
Aug. 14, the highest since Oct. 31, 1942, 
and an increase of 2.1 per cent, com- 
pared with the corresponding week a 
year ago. Total loadings this year to 





date were 26,163,670 cars, against 26,- 
967,592 in the corresponding period of 
1942. Heavy construction awards in 
the U.S. during the latest week, exclu- 
sive of construction by military engi- 
neers, U. S. jobs outside the country 
and shipbuilding, were 31 per cent 
higher than a year ago, but declined 82 
per cent from the level of the corre- 
sponding 1942 week. The week’s awards 
brought to $2,183,450,000 the total for 
the year to date, compared with $6,- 
702,099,000 during the 1942 period. 
The nation’s power and light industry 
hit another all time production high in 
the week ended Aug. 14. Output 
totaled 4,287,827,000 kilowatt-hours, an 
increase of 17.3 per cent over the mark 
for the corresponding 1942 period. 
ae a og 

News of retailing—Sales of 
the nation’s department stores in the 
week ended Aug. 15 were 4 per cent 
higher than in the same 1942 week 
while sales for the four weeks ended 
the same date, rose 10 per cent, the 
Federal Reserve Board reports. Some- 
what earlier, the Board reported that 
inventories of department stores at the 
end of June were 27 per cent lower 
than on June 30, 1942. The rise of 
“inflationary” purchasing 
power in the hands of consumers is 


potential 


shown by the lagging of retail sales be- 
hind the increase in income payments. 
For the first five months of this year re- 
tail sales increased 12 per cent over the 
same period of last year, while income 
payments went up by 27 per cent. The 
increase in salaries and wages was 31 
per cent, and in farm cash income, 33 
per cent. 
* od a 

Commodity prices—Late price 
indexes were generally slightly higher. 
Sharp seasonal increases for eggs and 
potatoes, and higher fruit and vegetable 
prices early in August ended the re- 
cent downward trend of the Bureau of 
Labor Statistics’ weekly index (1926— 
100) and it rose to 103.0 for the latest 
week. Previously, the lower July marks 
for food prices were responsible for the 
first down-turn since 1940 in the Na- 
tional Industrial Conference Board’s in- 
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THIS YEAR RB&W has devoted much of its ad- 
vertising to messages exhorting workers in plants 
manufacturing “bits and parts”— the small parts 
upon which big assemblies depend — to let no 
part fail, however small, for lack of skill or 
thoroughness. 

This advertising stresses the importance of 
bolts and nuts — the fact that so much depends 
upon their accuracy and strength. 

No better opportunity than now ever existed 
for convincing users of the wisdom of buying a 
dependable brand. 

The knowledge is growing that “Empire” sig- 
nifies fasteners made with extra skill, extra care 
for faster, more dependable assembly...and this 
knowledge can be capitalized upon to the great- 
est possible extent by the distributors who really 
merchandise those extra values — who market 
bolts and nuts as an individualized product, 


rather than as a commodity. 


RBc* 
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RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 


and lied Fastening Produch... Since 1845 





dex of the cost of living. Food costs, 
were down 2.9 per cent for July, al- 
though still 12.3 per cent above a year 
ago. Housing and fuel and light re- 
mained unchanged in July. Clothing 


costs and sundries rose very slightly. 
The combined index of living costs, 
stood at 103.1 (1923—100), compared 
with 104.3 in June, and 97.8 in July. 
1942. 


Government-Owned War Plants 


AGNITUDE of the problem 

of the disposition of govern- 
ment- owned manufacturing plants 
and industrial facilities is made 
evident by latest data on activities 
in this branch of the war program. 
Altogether, the government in a 
period of three years has spent as 
much as $25 billion in plants and 
facilities of one kind and another, 
a considerable part of which can be 
utilized in the post-war industrial 
economy. 

Steel production has been ex- 
panded to such an extent that the 
government at the end of the war 
will own as much as 10 per cent of 
the total capacity of the country. It 
owns a $190 million complete steel 
mill in Utah; a $100 million plant 
in Pennsylvania; one costing $85 
million in Illinois, and 120 smaller 
plants scattered over several states. 


Most of them are operated by pri- 
vate companies for the government. 
which built them at a cost of more 
than $1 billion. 

Aluminum will be produced in 
nine plants and fabricated in 45 
plants, built by the government at 
a cost of $760 million. The annual 
aluminum producing capacity of the 
government plants will be greater 
than that of all plants owned by 
private industry. 

Magnesium production in govern- 
ment plants costing $430 million 
will account for 92 per cent of 
total capacity of all government and 
private projects. 

Synthetic rubber in an annual 
amount one-third greater than ever 
was used in peacetime will be pro- 
duced in government-owned plant- 
costing $625 million. 

Machine tool plants representing 











BETTER CAP SCREWS 





There is a constant increase in the demand for 
better cap screws. That may be the reason why 
TRIPLEX is specified more often by hardware men 


everywhere. 


TRIPLEX SCREW CO., 5317 Grant Ave., Cleveland, Ohio 







CAP AND SET SCREWS 


. BOLTS, NUTS AND RIVETS 


Millions Sold ++ Used in Every industry 





almost one-half of the country’s fa- 
cilities will be owned by the gov- 
ernment. 

Aviation investments of the gov- 
ernment total $2.7 billion; ten times 
the value of the privately-owned in- 
dustry. The government owns 521 
plants for the production of air- 
craft, aircraft engines,.parts and ac- 
cessories. 

In.each of these and other indus- 
tries the government’s post-war poli- 
cy may cause serious injury to pri- 
vate enterprise or, if properly di- 
rected, may be helpful to it. 

U.S. Chamber of Commerce 


Free Government 


66 PEOPLE may prefer a free 
government, but if from 
indolence, or carelessness, or cow- 
ardice, or want of public spirit, they 
are unequal to the exertion neces- 
sary for preserving it; if they will 
not fight for it when it is directly 
attacked; or if they can be deluded 
by the artifices used to cheat them 
out of it; if, by momentary dis- 
couragement, or temporary panic. 
or by a fit of enthusiasm for an in- 
dividual, they can be induced to lay 
their liberties at the feet even of a 
great man or trust him with powers 
which enable him to subvert their 
institutions; in all these cases they 
are more or less unfit for liberty; 
and though it may be for their good 
to have had it even for a short time. 
they are unlikely long to enjoy it.” 
—Quotation from “Essay on Rep- 
resentative Government,” by John 
Stuart Mill, written in 1862. 


Chipped Display Glass 
COTCH tape can be used to 


cover sharp edges or broken 
sections of table display giass to 
prevent customers or employees 
from cutting themselves. The best 
policy is to replace the piece of 
glass if the break is serious. How- 
ever, chipped places can be covered 
successfully with the tape. 


Separating Glassware 


ESTED glasses can be sepa- 

rated without danger of break- 
age by setting the outside glass in a 
container of warm water and then 
pouring cold water into the inne! 
glass when they do not pull apart 
easily. The glass will contract and 
expand enough to allow the glasses 
to separate. 
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MARKING CRAYONS 


are needed in 
American industry. 
There's an "AMER- 
ICAN" marker suit- 
ed to every job in 
every factory — a 
marker that will do 
the job best and 
quickest. It's a qual- 
ity line created in 
over a century of 
crayon manufac- 
turing. 






Are You Selling 
These? 


“777”"—Carpenters’ Chalk 


Hemispherical in shape, long 
lasting. 


“888 —Railroad Crayons 
The favorite of all railroad 
men. 

“400 Series’ —Lumber Crayons 
Ideal for wet and drv lumber, 
railroad ties, poles, piling. 

“5000”-—Marking Crayons 


For the Shipping Room—boxes, 
crates, cartons and barrels. 


These are the big-volume mark- 
ers—every hardware jobber and 
dealer should stock them. The 
AMERICAN “Old Faithful” 
line also includes special mark- 
ers for hot and cold steel, for 
glass, cellophane, leather, rub- 
ber—in fact an efficient marker 
for every kind of surface. 


% Send to Dept. HA-8 for the AMERICAN 
Industrial Crayon Guide and a catalog. 


@ Reg. U. 8. Pat. Of. 








!| CRAYON COMPANY 
® , 


* 
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Texas Wholesalers and Dealers Meet 


The meeting of the Co-ordination Committee and Post-War Planning Com- 
mittee of the Texas Wholesale Hardware Association with the Hardware Co- 
ordination Committee of the Texas Hardware and Implement Association, 
which was held in the office of Hugo Swan, manager-counsel of the latter 
organization, Dailas, August 6, 1943. 

Left to right, rear row: David B. Nash, Nash Hardware Co., Ft. Worth: E. B. 
Reed, Reed Hardware Co., Dallas; Henry Rush, Rush-Gardner & Bartlett Co., 
Marlin; Nat M. Johnson, “Southern Hardware,” Dallas (secretary of the Whole- 
sale Association); J. W. Warren, The Schoellkopf Co., Dallas; August H. 
Schumacher, Bering-Cortes Hdw. Co., Houston: Fred Schoellkopf, Jr.. The 
Schoellkopf Co., Dallas, and George C. Biack, The Southern Supply Co., 
Dallas. Front row: James A. Hill, Jr., Ewing & Hill Hardware Co., Alice; Hugo 
Swan, Dallas; George F. Pierce, Cullum & Boren Co., Dailas; Oscar J. Koepke, 
Corpus Christi Hdw. Co., Corpus Christi (president of the Wholesale Associa- 
tion), and John D. House, Jr., House Hardware Co., Paris (president of the 
Retail Association). 





Timely Hardware Store Advertising 


HE Owego-Murray Co., Owego, 

N. Y., publishes “Store News” 
at regular intervals throughout the 
year. This publication carries news 
and feature stories that are of in- 
terest to the firm’s many customers. 
In addition to editorial material the 


paper also carries advertising of the 
type shown below throughout each 
four to eight-page issue. 

“Store News” is mailed to more 
than 6000 persons who are on the 
firm’s up-to-date mailing list. 
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An Empire Milker Wood Cutting Supplies 


















° ! ; Nationally Known SIMONDS 
Makes the Boys Smile! coun AXES CROSS CUT Saws 
wre cell . 
And Why Not? tt Gives Them an Extra ‘a Pe oe om Gs es 
a caaeeaieuniion Hired Hand. 
eet weee | SINGLE UNIT JOB $192.90 | 
By 18 to 20 Cows Installed 











nee | THE EMPIRE MILKER 

@ bs on the job every day for both wihkings 
@ bs never late—sever commptaras 

© bs eany on the cows. 

@ Milks car and fast 


© Cuts farm tabor costs 
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@ Works for » sone 
@ Requires but little attention 
et recommended by farmers far and » wide 


| te wal Pay You to Mith the Empire Way! 
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Farm help is hard to get and equipment that can be used as an extra man 

is much in demand. This appeal is stressed in the ad at the left which 

appeared in “Store News”. Listing the satisfied users gives authenticity to 

the advertisement. This ad was originaliy 61/, in. wide and 7}/2 in. high. Every 

item for the wood-cutting job is mentioned in the ad at the right which ap- 

peared in a fall issue of the publication. Illustrations, prices and other data 
were featured. This ad was 6}, in. wide by 81/2 in. high. 
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Just Among Ourselves 


(Continued from page 22) 


civilian goods but it promises 
very little of a specific nature 
as yet. Some relief will come 
but it will come in spots. 
These are fundamentally the 
facts of the situation and they 
must be faced honestly by all 
factors of the hardware indus- 
try. Just as dealers must ex- 
plain their problems to their 
consumer customers, so must 
manufacturers and wholesalers 
take similar steps to acquaint 
their trade cutomers with the 
facts, hopes, limitations, neces- 


sary activities, and the post- 
war ambitions, policy and in- 
tentions that are part of their 
planning and thinking. Only 
the failure to keep consumer 
and trade customers properly 
and completely informed, (and 
supplied as amply as condi- 
tions permit) is genuine cause 
for complaint. The manner in 
which manufacturers, whole- 
salers and retailers handle this 
problem will determine the ex- 
tent of their good-will or ill 
will in the post-war era. 
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1943 Federal Migratory Bird 


Hunting Regulations 
(Continued from page 57) 


in Alexander County, IIll., and white-winged doves in 
Texas, will be from half an hour before sunrise to 
sunset. Hunting of geese in Alexander County, Ill., 
may be only from sunrise to noon. In addition, white- 
winged doves may be hunted in Texas only from noon 
until sunset during the open season. 


NO OPEN SEASON: 
Snow geese or on Ross’ geese and swans in Beaverhead, 
Gallatin and Madison counties in Montana, in Idaho 
and in States bordering the Atlantic Ocean. 


Daily Rag and Possession Limits: 

Sportsmen will be permitted to retain birds lawfully 
taken for a period of 45 days following the close of 
the open season in the State where killed. And on the 
opening day of the season no person may possess any 
migratory game birds in excess of the daily limits. 

Coot and Sora (sora now included in bag limit with coot), 
25 sora and/or coot may be taken daily. Possession is 
limited to a bag of not over 25 of either or both kinds. 

White-winged dove—not exceeding 20 may be had in pos- 
session in the open seasons which are provided only in 
Texas and Arizona. 

Ducks—daily bag limit is 10 in the aggregate of all 
kinds, including in such limit not more than one wood 
duck, or more than 3 singly or in the aggregate of 
redheads and buffleheads. Any person at any one time 
may possess not more than 20 ducks in the aggregate 
of all kinds but not more than 1 wood duck nor over 
6 of either or both of redheads or buffleheads. 

Geese and brant—daily limit is 2, but in addition 4 blue 
geese may be taken in a day. If only blue geese are 
taken daily bag limit is 6. Possession limit on geese 
other than blue geese is 4 but in addition 2 blue geese 
are allowed. If only blue geese are taken the posses- 
sion limit is 6 of them. 

Rails and gallinules—limit 15 in the aggregate of all 
kinds (except sora and coot) may be taken daily. Pos- 
session is limited to that number in the aggregate. 

Woodcock—shooters may take 4 of these birds daily and 
may p°ssess not exceeding 8 of them. 

Mourning or Turtle Doves and white-winged doves—not 
over 10, in the aggregate may be taken in one day. 
Possession of mourning doves is limited at any time to 
not over 10 and white wings to 20. 

Band-tailed pigeons—10 may be taken daily, possession 
being limited to that number. 


Hunting. Methods: 

Permitted: Shotgun only, not larger than No. 10 gauge, 

fired from the shoulder; bow and arrow; dog; blind or 
floating device other than a sinkbox. 

Prohibited: Autcmobile; aircraft; sinkbox (battery) ; 
power boat, sailboat, or any device towed by power 
boat or sailboat; automatic-loading or hand-operated 
repeating shctgun of more than 3-shell capacity in the 
magazine and chamber combined; live duck or goose 
decoys; the hunting of migratory game birds by means, 
aid, or use, directly or indirectly, of corn, wheat, oats, 
or other grain or product thereof, salt, or any kind of 
feed whatsoever, placed, deposited, distributed, scat- 
tered, or otherwise put out; or through the use as 
blinds of cattle, horses, or mules. 

Consult state game laws for any additional restrictions 

on migratory game bird hunting. 























Early October—Stress Heaters, 
Binder Twine and Dog Food 
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BINDER 
TWINE 
WINDOW 


MERCHANDISE: 
Binder twine, corn 
knives in several 
models, husking 
pegs, food or 
water jugs. and 
several types of 
canvas gloves. 


DOG FOOD 
WINDOW 


MERCHANDISE: 
Four ty pes of 
dog biscuit shown 
in glass _ bins, 
dog collars, leads, 
dog harness, dog 
remedies and dog 
food dishes. 


BACKGROUND: 
Center panel of 
buff corrugated 
board or painted 
wallboard. Side 
panels of dark 
brown material. 
Cut-out letters in 


mmecore 


Binper Twine 


FO 


‘ 


R LATE 
HARVESTING 


AND PET 


SUPPLIES 


Dos Foon 


#4 -...00 
*2 s* OO 
*4.... Oo 
*4... 00 
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HEATER 
WINDOW 


MERCHANDISE: 
Coal heaters, 
wood heaters, 
stove pipe, half 
joints of stove 
Pipe. reducer 
joints, flue stops, 
pipe collars, stove 
Polish, stove ce- 
ment, pipe el- 
bows, adjustable 
Pipe elbows, 
stove pipe wire, 
stove pokers, coal 


pipe thimbles. 
BACKGROUND: 
Center panel of 
buff corrugated 
board or pzinted 
wallboard. Side 
panels of brown 
material. Cut-out 
letters on a red 
background. 


Doc Foop 
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of water. Dissolve the powder 
thoroughly. Mop with fresh water 
then dry. 

If the floor is very dirty, the 
entire surface can be sanded down 
with a floor sander. It should then 
be refinished and filled so that 
dirt and dust will not be ground 
into it again. 


Lighting Fixtures and 
Equipment 

When cleaning lighting fixtures 
and lamp bulbs be sure that the 
electrical current is turned off. 
It’s always best to remove bulbs 
from sockets to clean them. 

Use a damp cloth to clean the 
metal parts of the fixture and dry 
them thoroughly. Dirt and dust 
can be easily removed in this 
manner. 

Clean the glass portions of the 
lighting units with hot soapy 
water, rinse thoroughly, dry and 
replace in the fixture. Clean bulbs 
and lamp shades will save elec- 
tricity and, at the same time will 
help increase the illumination in 
the store. 


From 50 to 60 Repair 


It's Time to Remove the Summer's Dirt 


(Continued from page 31) 


Fluorescent fixtures and lamps 
should be cleaned in the same 
manner. Be sure to turn off the 
current before attempting to clean 
these units. 


Store Fronts 


Painted store fronts can be 
improved by using any good paint 
cleaner. Most retail hardware 
stores carry products of this type. 
Use these to clean your front, then 
tell your customes about it. It’s 
good advertising. 

Cleaning the front will make 
the paint job last longer and pro- 
vide a better surface for new paint 
when this is necessary. Repaint 
the front as often as is necessary. 
An attractive front is one of the 
best assets of the retail store. 

Fronts made of structural glass 
or baked enamel panels need 
thorough cleaning from time to 
time. A solution made of an arti- 
ficial detergent and water will re- 
move all dirt and grime. Rinse 
with clean water and it will dry 
without streaks. 


Jobs on Water Systems 


(Continued from page 42) 


just what parts are needed and 
so we take the necessary parts 
with us. The most common jobs 
are the repairing of automatic con- 
trol and replacement leathers or 
valves on cylinders. Our lowest 
service charge would be $3.00 ex- 
clusive of parts. Our parts stock 
is geared to the type of installa- 
tions we have sold, although 
parts are available from a dis- 
tributor within reasonable distance 
of the store. While featuring ser- 
vice on the line handled, we can 
and will handle jobs on other 
makes. We are doing from 50 to 
60 repair jobs each month and are 
selling on an average of about one 
water system a month, on priority. 
The average farmer hates to bother 
with filling out applications and 
other paper work and so we will 
fill out the necessary papers, for 
him to sign.” 

Sales of complete water systems 
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run from about $250.00 to 
$300.00 on a deep well installation 
and around $150.00 on a shallow 
well system. Deep well systems 
are the most active sellers at pres- 
ent, although formerly the sales 
were about half and half. In 
normal times, from 50 to 60 com- 
plete installations are sold in a 
year. Frequently water heaters, 
usually costing about $99.50 ex- 
tra, are also sold with the complete 
water systems these being sold for 
either city or bottle gas use. 








Latest News on 
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and 
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BULHORG 
SAYS: esuul 


Get on the 


PROFITABLE 
side of the 


fence with — 


Electric Fence Controllers 


Here’s the dependable, nationally- 
advertised line that enables you to 
help the farmer meet ped | pro- 
duction goals, in spite of shortages 
of labor and material. 

Prime’s Victory Models deliver 
ALL the quality and the safety 
elements that have made and kept 
Prime the Number 1 name in this 
business for ten years, 

Model 48-V, for hi-line use 
(shown below) retails for $34.50. 
Model 33-V, for battery operation, 
sells for $15.50, 

Build for a successful future in 
this growing industry — pick 
Prime. See your jobber. Prime 
sells only through jobbers, 


The Prime Mfg. Co. 


Milwaukee Wisconsin 


© 1943 — The Prime Mfg.Co. 
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Edward E. Chandlee Collects Tall Clocks: 
Writes Book on Clock Maker Ancestors 


NOWN to hardwaremen 

throughout a large part of the 
United States as a hardware whole- 
saler is Edward E. Chandlee, presi- 
dent, Edw. K. Tryon Co., Philadel- 
phia, Pa., wholesale hardware dis- 
tributors. However, there is another 
side that many in the hardware fra- 
ternity do not know about—his four 
hobbies; clocks, evergreen gardens, 
moose hunting and game fishing. 
His clock hobby has so fascinated 
him that he has written a book on 
the subject. 

Entitled “Six Quaker Clock- 
makers,” Mr. Chandlee’s book con- 
tains 160 illustrations of tall Ameri- 
can-made clocks, together with de- EDWARD E. CHANDLEE 
tails of the works and workings of 
the clocks and of surveyors’ com- 
passes. The unusual 288-page book Md., and Winchester, Va. The book 
is named for six of the author’s an- was published by the Historical 
cestors, all clockmakers in this coun- Society of Pennsylvania and is be- 
try. It was written chiefly from ing distributed by David McKay Co.. 
original records found by Mr. Washington Sq., Philadelphia. 
Chandlee in old files of Chester One of the six ancestors for whom 
County, Pa.; Elkton and Baltimore. the volume was named was Mr. 








Chandlee clocks, left to right: 1—Room clock made by Benjamin Chandlee 
about 1720. The works of this ciock contain the early count pins which con- 
trol the striking system. The walnut case is 81/2 in. high. 2—Beautiful Queen 
Anne case, 93!/, in. high, of solid American walnut. The striking train is 
controlled by the rack and snail device which proves works were made by 
Benjamin Chandiee, Jr., about 1748. 3—An Ellis Chandlee room clock made 
about 1789. The walnut case is 81 in. high. 4—Goldsmith Chandlee made 
this clock in Winchester, Va., about 1803. The case is made of solid curly 
maple and is 94/2 in. high. ; 
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Chandlee’s fifth great-grandfather, 
Able Cottey, who made clock No. 
20 in Philadelphia in 1709. The 
others were: Able Cottey’s son-in- 
law, Benjamin Chandlee; his 
grandson, Benjamin, Jr., a fourth 
generation; Ellis Chandlee (Mr. 
Chandlee’s great-great grandfather). 
and two of Ellis’s brothers, Isaac 
and Goldsmith. 

Benjamin Chandlee, Edward E. 
Chandlee’s fourth great-grand father, 
is claimed to have been the first 
maker of tall clocks with long pen- 
dulums who learned the art of 
clockmaking in the Colonies. All 






Chandlee clocks were made with 
brass works. Says Mr. Chandlee, 
“There would doubtless have been 
a fourth generation of Chandlee 
clockmakers, had it not been for the 
New England clock manufacturers 
who started making works of wood 
about 1806. This competition put 
out of business the craftsmen who 
constructed clocks with hand made 
brass works. 

Illustrations on this page are of 
four of the clocks made by Mr. 
Chandlee’s ancestors, which, to- 
gether with others not illustrated 
here, are the property of his imme- 
diate family and are in his home. 





“Ration Desk” Saves Time and Simplifies Selling 


(Continued from page 29) 


to salesmen are listed there. When 
a customer signs one of the forms 
prior to securing the merchandise, 
the form is then placed under this 
clip. 
Another section is headed as 
follows: 
CMP Sales (For Repairs, Main- 
tenance, and Operating Supplies) 
To—Business houses 
Factories 
Foundries 
Farmers 
Any kind of business. 
In the space below this head- 


ing, salesmen will find the 


forms to be signed by _pur- 
chasers of material for which 
priority rations are required. 


There are nine headings on the 
panel. All can be changed as 
changes in various orders come 
forth. 

“Keeping up with all of the 
forms rules, and regulations neces- 
sary to selling merchandise today 
is some task,” says Mr. Osteen. 
“However, the ration desk helps 
us solve these problems and keeps 
the sales force informed.” 





What's a Ferreteria? 
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: (U. S. Marine Corps Photo) 

These U. S. Marines, on a sight-seeing trip to the ancient Puerto Rican town 

of Caguas, are improving their knowledge of the Spanish language. The 

word, they found, means “hardware store.” The Leathernecks are attached to 
the Marine barracks at San Juan, Puerto Rico. 
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How to Merchandise Heating Stoves 


(Continued from page 26) 


to the procurement of a new heat- 
er—to replace existing equipment 
or to supplement heating that is 
not sufficient for the prospect's 
needs. A New England hardware 
dealer says of such exhibits that 
they “produce excellent results. 
Demonstrations also go over big 
at shows of this type.” 


14—Keep list of purchasers 
make survey 


Hardware dealers all over the 
country have found that a “Who’s 
Who” of users of various types of 
heating units is a big help in 
clinching a deal. Thus, when Mrs. 
Jones is told that Mrs. Smith, with 
a house of almost the same size 
and type, uses a certain type of 
heating stove she will often be 
anxious to check with the user for 
data as to how well it works. 
Often, too, Mrs. Smith’s comments 
on the stove bought from your 


store will more than convince Mrs. 
Jones, even though they did not 
previously know each other. 


15—Know prospect’s needs 


If your prospect’s heating needs 
are not well known to you be sure 
you get information as to the 
rooms to be heated with the heat- 
ers, so you know just what kind 
of a job will be required. A New 
Jersey dealer makes it a practice 
to have his salesmen talking heat- 
ers devote much of their time to 
securing data as to the nature of 
the place to be heated. 


16—Have delivery man 


Encourage your delivery man to 
note the condition of the homes 
to which he delivers heaters. He 
may note the need for new lino- 
leum or other types of floor cover- 
ing, the need for a new coat of 
paint or other sales possibilities. 






























giGht prot nl 


= A practical SMALL SIZE! 


A “natural” for today's market! A 
REAL vacuum coffee brewer, pro- 
motionally priced for rapid turnover, 
big volume, and good profits. Gains 
instant consumer acceptance with the 
famous VACULATOR name, PYREX 
brand glass parts, and plenty of 
EXTRA features. See it—buy it—dis- 
play it—and watch your sales z-0-o-m! 
At your jobbers — NOW! 


=> NATIONALLY 

me ADVERTISED 
i In LIFE, Sat. Eve. POST, Ladies’ 
Home JOURNAL, Woman's 
Home COMPANION, AMERI- 
CAN Magazine, and other na- 
tional publications. PLUS the 


American Weekly. Cash in on 
this demand— ORDER TODAY! 






















SCHEDULE A 


Elig‘bility of Consumers 
for Purchase of Stoves 
Under Ration Order 9A 


A consumer needing a stove for 
use may apply to his War Price 
& Rationing Board by filing an 
application on OPA Form R-900 
for a Stove Purchase Certificate 
OPA Form R-901. The board 
will issue the certificate (Form 
R-901) if it finds that the appli- 
cant is eligible for a stove, and 
providing its periodic quota has 
not been exhausted. The certifi- 
cate will state the type of stove 
which may be acquired. 

The consumer, to be eligible for 
a certificate, must prove to the 
board that: 


1. He needs and will use the 
stove, if a heating stove, in essen- 


tial living or working space; or if* 


a cooking stove, he needs it for 
cooking; or if a combination heat- 
ing and cooking stove, he needs it 


for both; and 


2. He does not have on hand 
any equipment that can be used 
for the purpose (including equip- 
ment that can be repaired), and 
has not, without good cause, dis- 
posed of any such equipment with- 
in 60 days of the date of applica- 
tion. 


Besides meeting the above con- 
ditions of eligibility the consumer 
m1y, in some areas, be required to 
meet other tests, depending on the 
fuel burned by the stove he wants. 
The local board may be consulted 
as to any specific rules applying in 
its area. , 

Each board is assigned a 
“quota,” which is the maximum 
number of certificates for each 
type of stove that the board may 
issue to consumers during the one- 
month period for which such 
quotas are set. The first quota 
period, under this order, however, 
will be for a longer period. The 
total national quota is based on 
the number of stoves of the given 
type to be manufactured and made 
available as reported to OPA by 
the War Production Board. The 


national quota is divided among 
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regions, districts, and boards on 
the basis of past use of stoves, 
population shifts, fuel supplies, 
and other factors. Even though a 
consumearss found eligible for a 
stove, he cannot receive a certifi- 
cate if the board’s quota for such 
type has been used up. In such 
instance issuance of the certificate 
is postponed until a succeeding 
quota becomes available. 


= * * 


SCHEDULE B 


Dealer Obligations Under 
OPA Ration Order No. 9A 


As pointed out in the Aug. 19 
issue of HARDWARE AGE, all dealers 
handling rationed stoves are re- 
quired to register with the War 
Price and Rationing Board for 
their area, on Sept. 1, 2 or 3; also 
merged or successor businesses, 
dealers who have no rationed 
stoves in stock, but normally han- 
dle such stoves. Warehouses and 
other places of storage must be 
registered as distributors wher- 
ever such place serves more than 
one distributor establishment or 
more than two dealer establish- 
ments. The dealer or distributor is 
advised to obtain from the local 
board, his manufacturer or other 
source, three copies of the Regis- 
tration Statement, “OPA Form 
R-902,” and to study it before fill- 
ing it out and finally filing it, in 
triplicate, with his local board. 
Among the facts required in the 
Registration Statement is his in- 
ventory for each class of rationed 
stoves as of 12:01 a.m., Sept. 1. 
1943, i.e., as of the close of busi- 
ness Aug. 31, 1943. He must in- 
clude as part of this inventory 
(excepting only conversion range 
burners) stoves held on consign- 
ment, those in transit, those in 
storage and those he has loaned. 

He also is required to give the 
total number of rationed stoves by 
types which he sold or transferred 
during either the calendar year 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 46 
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1941 or 1942, whichever is larger, 
not counting sales of conversion 
range burners. The term “total 
sales” includes all actual transfers 
which he made, except transfers in 
exchange for other new stoves and 
transfers to another establishment 
that he owns. In reporting inven- 
tory and sales, combination cook- 
ing and heating stoves, and heat- 
ing or cooking stoves using two 
fuels should be “typed” as fol- 
lows: coal and oil are considered 
oil; coal and gas are considered 


gas. 


Allowable Inventory 


From the facts given in Regis- 
tration Statement, Form R-902, the 
local board determines the indi- 
vidual dealer’s allowable inventory 
for each type of stove subject to 
Ration Order 9A. Each retail out- 
let of a chain store system will be 
registered separately receiving its 
allowable inventory in the same 
way as other dealers. 

The allowable inventory, if one 
is to be granted will be on one of 
these two general principles. 

(1) Anyone in the business of 
selling stoves during the entire 
year 1941 or 1942 or both gets his 
allowable inventory from the local 
board determined on the basis of a 
supplement to Ration Order 9A. 

(2) Anyone who began selling 
these rationed stoves during the 
period from Feb. 1, 1942, to July 
1, 1943, gets an allowable inven- 
tory from the OPA district office 
determined on the basis of the 
supplement. 


Dealer Purchases and Szles 


After Sept. 3, 1943, only regis- 
tered dealers may place orders for 
rationed stoves, each stove trans- 
fer to be covered by a certificate 
except in special situations cov- 
ered by WPB Priority Orders as 
to which the local board should be 
consulted. Dealer or agent must 
endorse each certificate by writ- 
ing or stamping on the back of it 
the firm name and address. The 
seller is required to acknowledge 
receipt of dealer’s order within 
three working days after it has 
been received and give estimated 
shipping date. If date of shipment 
is unsatisfactory dealer may recall 


Pass the 
ammunition: 


—BY INFORMING 
ALL FARMERS ABOUT 






SEED DISINFECTANTS 


FOOD is ammunition for both home 
and fighting fronts—and Du Pont 
Seed Disinfectants will not only help 
farmers produce more needed food, 
but at the same time will conserve their 
seed, fertilizer, labor. Pass the word 
about effective Du Pont seed treat- 
ment, and you pass the ammunition! 


STOCK THEM ALL— 


ORDER FROM YOUR JOBBER! 

New Improved CERESAN 2% conasant 
ESAN JR. SEMESAN 

Se ARASAN 


SEMESAN 


For free displays and other sales helps, write 


DU PONT SEMESAN COMPANY 


ncorporate 


! d 
101 W. Tenth Street Wilmington 98, Delaware 
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COLLINS VISIBLE 
The Glass Mail Box.. 


> 





Multiplies Its Own Sales 
Every Home a Prospect 
The All-Glass Mail Box with 
Plastic Fasteners 
Absolutely No Metal or 

‘ Parts 





Because of demands of War 
Housing Projects, we cannot 
always fill orders imme 
diatey. War orders must have 
priority, but the regular 
trade gets quickest possible 
attention. THE COLLINS 
VISIBLE creates quick sales 
repeat orders and year-round 
market for a handsome, use- 
ful, non-competitive House- 
hold Specialty 


FEATURES 


® Saves Time, Unnecessary ® Contents Always Visible 
Trips and Exposure in @ Heavy Crystal Glass Body 
Bad Weather in Attractive Stippled 
@ Will Never Tarnish, Split, Design 
Warp, Rust or Swell @ Large Capacity 


A WARTIME SALES LEADER 


Dealers everywhere report increased sales. Stock and display 
now. National advertising in leading home magazines is 
creating an ever-increasing demand. 


ORDER THROUGH YOUR JOBBER TODAY 


GEO. F. COLLINS & CO. 


SAPULPA, OKLAHOMA 









order and certificates to place 
order with another firm able to 
give earlier delivery cancelling his 
earlier endorsement. Starting Aug. 
24, 1943, transfers to consumers 
of the rationed types of stoves are 
legal only in exchange for certifi- 
cates, which the dealer may use to 
replenish his stock. Dealers should 
be certain before transferring 
stoves that consumer has endorsed 
the certificate, by an authorized 
signature on the back of the certifi 
cate. Dealers must keep, for two 
years, record of sales and orders 
for rationed stoves, invoices to be 
retained for all stoves (subject to 
this order) which he buys and 
sells. When dealer sends certifi- 
cates to supplier, with order, he 
shall record serial number of each 
certificate, type and quantity of 
stove ordered and represented by 
the certificate and name of sup- 
plier to whom order was sent. 
These records must be available at 
all times for OPA inspection and 
audit. 

Dealers and distributors who 
desire inventory allowance for 
stove types they did not sell in 
1941, 1942, or prior to July a; 
1943, may file a statement with 
OPA district office applying for an 
allowable inventory for that type 
of stove. 


* 7 * 


SCHEDULE C 


Only new stoves of certain gen- 
erally specified types are at pres- 
ent rationed under OPA Ration 
Order 9A. Each of these types are 
subject to rationing throughout the 
United States. For purposes of 
Ration Order 9A, OPA defines a 
new stove as being “a stove (a) 
that has not yet been transferred 
to a consumer, or (b) that has 
heen transferred to a consumer but 
has not been in use for more than 
60 days.” Listed at right are those 
types of coal, wood, oil and gas 
burning stoves which are subject 
to rationing under Ration Order 
9A, and those which are not sub- 
ject to that order. Although this 
article deals primarily with the 
merchandising of heating stoves 
we are listing. at the right and on 
page 77, all types of stoves and 
ranges covered by Ration Order 


9A, 


76 


| 
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Principal Stoves and Equipment 
Rationed and Not Rationed: 
1—Coat ann Woop Heatine Stoves 
Includes 
\bove-the-floor stoves and heaters designed to burn coal or wood for heating 
domestic household space without the use of pipes or ducts for conveying 
heat to such space. 
Airtight sheet metal stoves equipped with grates, cast iron linings. or bases. 
Laundry stoves not equipped with built-in water jackets or coils. 


Does Not Include 
Charcoal stoves. 
Water heaters. 
Caboose stoves. 
Schoolroom heaters. e 
Salamaders. 
Furnaces or other central heating equipment using pipes or ducts for convey- 
ing heat. 
Equipment designed to heat other than domestic space. 
Airtight wood burning sheet metal stoves not equipped with grates, cast iron 
linings. or bases. 
Laundry stoves equipped with built-in water jackets or coils. 
2—Oiw HEATING STOVES 
Includes 
\bove-the-floor stoves and heaters designed to burn oil, kerosene, or gasoline 
for heating domestic space without the use of pipes or ducts for con- 
veying heat te such space. 
Does Not Include 
Alcohol stoves. 
Water heaters. 
Furnaces. floor furnaces. or other central heating equipment using pipes or 
ducts for conveying heat. 
Equipment designed to heat other than domestic space. 
3—Gas Heatine Stoves 
Includes 
\bove-the-floor stoves or heaters designed to burn natural, manufactured. or 
bottled gas for heating domestic space without the use of pipes or ducts 
for conveying heat to such space. 
Does Not Include 
Water heaters. 
Furnaces, floor furnaces, or other central heating equipment using pipes or 
ducts for conteying heat. 
t—Coat anp Woop Cookine Stoves 
Includes 
stoves and ranges designed to burn coal or wood for domestic cooking. 
Combination ranges designed to burn coal or wood and electricity. 
Does Not Include 
Portable ovens. 
5—Oit CookING Stoves 
Includes 
Stoves and ranges designed to burn oil, kerosene. or gasoline for domestic 
cooking. 
Combination and bungalow ranges using coal and o!! or electricity and oil. 
Does Not Include 
Portable gasoline camp stoves. 
Wick lamp stoves. 


Portable ovens. 
6—-Gas CookIne STOVES 


Includes 


Stoves or ranges designed to burn natural. manufactured. or bottled gas for 
domestic cooking. 
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tricity and gas. 
Does 
Hot plates and laundry stoves. 
Portable ovens. 


Combination and bungalow ranges using coal and gas, oil and gas. or elec- 


Vot Include 


7—Conversion Rance Oit Burners 


Includes 


Equipment designed to convert a range originally designed to burn coal or 


wood to the use of kerosene or oil. 


Does Not Include 


Repair parts. 








Washington News Reel 


(Continued from page 40) 


pressure vessel designed for replace- 
ment in a critical heat exchanger in 
Group 1 or 2 as defined in the order, is 
included in its respective group. 


x = @ 


TO MAKE CLEAR that produe- 
tion of cast iron wood stoves is not 
prohibited, WPB has amended Order 
L-23-c. Since the order as previously 
written could have been interpreted to 
prohibit production of such stoves, Item 
5 in Schedule B under “stoves” was 
changed to eliminate this possibility. 


x * * 


THE OPA CONSUMER DURA- 
BLE GOODS BRANCH of the Ser- 
vices and Consumer Durable Goods Di- 
vision is going to be reorganized, it is 
reported. This reshuffling is considered 
significant by observers who recall that 
OPA’s General Manager Chester Bowles 
has said he is going to clear up the con- 
fusion to which hardware men _ have 
been subjected when seeking informa- 
tion from OPA. 

Mr. Bowles first step was the an- 


Washington 
Merry-Go-Round 
f i HIS is said to be a true story. 
A 


Minneapolis lady Mrs. 
Frank J. Boulger—has a daughter 
named Catherine who works for the 
government at the nation’s capital. 
Mother Boulger wrote to her daugh- 
ter to inquire just what kind of 
work the latter was doing to aid the 
war effort. And this is daughter 
Catherine’s: reply: 

“I work in the data-analysis group 
of the aptitude-test subunit of the 
worker analysis section of the divi- 
sion of occupational analysis and 
manning tables of the bureau of 
labor utilization of the war man- 
power commission.” 

Well, the girl seems to know ex- 
actly what her duties are, which is 
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nouncement of the appointment of 
another businessman, Reagan P. Con- 
nally as director of the Consumer Goods 
Division. This division includes the 
foregoing units and all those dealing 
with hardware. Mr. Connally has been 
in the department store business a great 
many years. 

Although not confirmed by OPA, it 
is reported that Alfred Auerbach, price 
executive of the Consumer Durable 
Goods Branch will be given broader 
powers under Mr. Connally. OPA 
officials also say that the Housewares 
Unit and the Hardware and Mill Sup- 
plies Unit in the Consumer Durable 
Goods Branch will be combined to form 
a new Hardware and Housewares Unit. 

It is obvious that the plans of Mr. 
Bowles will have to be witnessed in 
operation before a full appraisal can be 
made. 

It could not be learned if there were 
any further changes contemplated in 
the units dealing with hardware, but it 
is expected that any such changes will 
be in line with Mr. Bowles policy of 
better relations between OPA and busi- 
ness. 


saying a lot for anybody working 
in Washington these days. But still 
come to think of it—what the 
heck IS she doing there? 
Bulletin of National Small 
Business Men’s Ass’n. 


Extra Service From 
Window Backgrounds 

HEN window display back- 

grounds and panels have be- 
come too badly marred and cracked 
for further repainting, they may still 
be made serviceable by covering 
them with wallpaper. Many stores 
have odd lots of wallpaper that may 
be used for this purpose. Apply the 
wallpaper with regular wallpaper 
paste. New wallpaper or other deco- 
rative papers can be applied over 
the old from time to time. 


ARMSTRONG 


STEELGRIP 





PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 


10 LARGE PLANTS 


Principal products include—Alloy Steels, 
Tool Steels, Stainless Steel, Hot Rolled 
Bars, Hoops and Bands, Beams and 
Heavy Structurals, Channels, Angles, 
Tees and Zees, Plates, Sheets, Cold 
Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 








BRAY 


Prompt deliveries 








5348 Northwest Highway, Chicago, U.S.A. 








both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
~—_ saleable and usable. Made in 
sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
—_ Have 2-piece hinged rocker 
pins. 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 

Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 








“1 
~I 








And Still Available tor Hardware Distribution 


Silex Two-Cupper 


Designed to be used when only small 
quantities of coffee are needed, this 
drip model will serve two people. 
Known as the Silex “Two-Cupper,” 





simple to operate and sturdy in con- 
struction. Silex Co., Hartford, Conn. 


Informative Labeling 


New container with lithographed 
illustration containing eight clear pic- 
tures of the primary uses of the product. 
Has attached to the back of the con- 
tainer 13-page booklet entitled, “New 
Graphite Know-How Package,” which 
explains several uses of graphite and, 
in addition, gives directions for using 
graphite in combination with other sub- 
stances. On the cover of the booklet 
appears a picture of the former con- 
tainer which will assist the user to 
identify the graphite with its new con- 





tainer. The front panel has in large 
type the name and trade designation 
easily read at a distance of 15 ft. and 
a color band at the bottom identifies 
one kind of graphite from another. 
Joseph Dixon Crucible Co., 167 Wayne 
St., Jersey City, N. J. 


Wood Picture Craft 


A creative and educational hobby for 
people from six to 60. It is designed to 
make pictures in wood veneers. There 
are four different sets: Our Friends, 
Our Scenic Wonders, American Coast 
Adventures, and America on Land and 
Sea. Each is in a box (size 15% by 12 
by 2 in.) printed in colors. Carefully 
selected veneer woods to make pictures, 
the background for mounting the veneer, 
four packages of glue, four pieces of 





sandpaper, four illustrations and sug- 
gestions are contained in each box. 
Finch & McCullouch, 80-82-84 S. La 


Salle St., Aurora, Ill. 


Henley’s Formula Book 


Contains scientific formulas, chemical 
processes, and a new section on photog- 
raphy. Has over 900 pages, completely 
indexed and is bound in cloth. Also 
has dictionary of chemicals, illustrated 
workshop and laboratory methods, and 
a glossary of common names and 
chemical substances. Written by Gard- 
ner D. Hiscox, M. E., and Professor 
T. O’Conor Sloane. Norman W. Henley 
Publishing Co., 17-19 West 45 St., 
New York City. 


Triple-Purpose 
Dehydrator 


Designed to accommodate 16 to 20 
lbs. of prepared fruits and vegetables. 
Made of wood and masonite, insulated 





; 
' 
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with celotex and finished in white, it is 
equipped with automatic adjustable 
thermostat and cut off switch. Electric 
heat and dehydrating assembly is 
mounted on a removable tray and unit 
may be used as a utensil cabinet when 
not in use. Occupies the space of a 
kitchen table and the cabinet contains 
an Economaster electric unit with a 
motor fan to provide necessary air cir- 
culation. Can be used as a clothes 
dryer in an apartment. Tennessee Val- 
ley Associates, 117-119 Ninth Ave., 
Nashville, Tenn. 


Customer Want Book 


Designed to help dealers serve their 
customers efficiently now and to pro- 
vide a future prospect list. Contains 32 
pages divided in sections. It is an 
orderly system for listing customers 
who ask for merchandise out of stock 
and assists the dealer in distributing 
his supply of rationed products fairly. 
Continental Stee! Corp., Kokomo, Ind. 
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Collapsible Lunch Box 


Said to be weather proofed and when 
opened it can be used as a tray. When 
folded it will fit into a pocket or purse. 





Electric Corp. of America, 222 West 
Monroe St., Chicago, Ill. 


Service Flag 


Official service flag in sizes to suit 
the places where it is to be hung. Flag 
is red, with a white field, and a blue 
star for each person in the service in- 
cluding nurses. Gold stars are used to 





honor those who died in service. Avail- 
able in flag taffeta, rayon satin, and 
standard bunting. Regalia Mfg. Co., 
Rock Island, Ill. Catalogs available. 


Paine Co. Issues 
Victory Catalog 


Catalog displays entire line of fasten- 
ings and hangings on the cover done 
in red, white and blue. Has a visible 
index which makes every product page 


THE PAINE CO: 





available immediately. Is 84% by 11 
in. in size. Copy may be had on re- 
quest. Paine Co., 2963 Carroll Ave., 
Chicago, IIl. 


Catalog on Plastics 


Revised Catalog III on “Injection 
Molded and Extruded Plastics” with 
40 pages, 16 of which are four-color 
reproductions of products of the Mills 
Corp. Contains several pages of infor- 
mation about Mills-plastic tubing. 
Elmer E. Mills Corp., 812 West Van 
Buren St., Chicago, Il. 








Alloy Steel Clamps 


Designed for light and rapid work, 
the new Grand Quick Lockcet has a 
swinging locking lever and a gig which 
is said to assure a firm grip on a 
curved or rounded surface. The re- 
lease trigger is equipped with teeth 
which hold a firm ratchet grip on the 
screw which is then released by pres- 
sure from the thumb so that it may be 
slipped to the desired position imme- 
diately. The Quick Lockcet clamp has 
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a free acting swivel with a fibre face 
said to prevent scarring. May be ob- 
tained with complete fibre face for soft 
metals; both types come in three sizes 
and have copper plated screws and 
swivels. Grand heavy duty clamp, two 
handed, lever-operated clamp, is said to 
be ideal for use in production of identi- 
cal pieces. It is also said that with 
combination screw and lever action the 
clamp can be set and locked for a given 
opening and instantly applied with a 
single lever movement. Grand Special- 
ties Co., 3101 Grand Ave., Chicago, III. 








EXTRA SALES AT YOUR 
PAINT COUNTER! 


TAKES THE ODOR OUT OF 
PAINT, VARNISH, ENAMEL 


a teaspoonful deodorizes a 
wllon of paint! 25c size 
good for entire apartment 
Ridsmel does not atftect 
: F 
) 


rying or durability 
ES PAIN1 
] SALES! 


ENCOURAG 
AND BRUS! 


for painting when 


< lose d Ss 


Ridsmel is used 
DISPLAY CARTON 
SELLS FOR YOU! 

Try } lerep | r 


your counter 


sample rder 


dozen 25c bottles 
$5.4 NY 


HOLLEY CHEMICAL CO. 


122 East 25th $4... NEW YORK 


National 


\NAtONAL Still a symbol 
of fine 


HARDWARE 

















UT for the duration many mem- 

bers of this exténsive line will 
not be seen on the home front. The 
facilities of our large modern plant 
Rive first call to the war effort, and 
whateveravailablehardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is comin}, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 

We supgest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING - : « ILLINOIS 
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GUARANTEED © 
AS TO QUALITY, 
FIT, AND FINISH 


Patterns are available for practically all plows, 
listers, middlebreakers in No. | soft center or No. 
2 crucible steel of the highest quality obtainable. 
Send today for catalog and trade prices. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IROW & BOLT CO 


CARPENTERSVILLE, ILLINOIS, U.S.A. 


ESTABLISHED 1873 


















Production 


Allotments 


display of Satintone. SHARED WITH YOU 


You'll find it popular. . | Short in supply be- 
profitable. Order from CAN OPENERS cause war's needs 


have priority over 
civilian supply, dis- 
EGG BEATERS _ tribution of available 
Edlund Kitchen 
Tools continues 
through jobbers, with 
allotments based 
upon previous sales. 


and 


“eS Z es ag " 
Century - Uetatlerafl 


5960 Broadway 6, : Ralph Higgins | 
Chicago, Ill f Ce é. Mdse. Mart, Chicago | 


Full line production 
and volume will be re- 
stored as soon as pos- 
sible. 
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WHAT'S NEW 


AND STULL AVAILABLE FOR HAROWARE DISTRIBUTION 





Kol-Gas Heater 


\n improved magazine type stove 
with a secondary combustion chamber 
heating 


which is said to increase 





eficiency through the extraction of heat 
from the volatile gases that ordinarily 
escape up the flue. In the 1943 model 
a new construction of the feed door is 
used which, the maker states, prevents 
the smoke from escaping into the room 
when the stove is re-fueled. Kol-Gas 
Heater Co., Nashville, Tenn. 


Beam Compass 





Beam Compass model number 10 
with a micrometer adjustment supplied 








1943 








as illustrated with chuck type pencil 
part. Also has chuck type renewable 
needle with pivot part. Made up of an 
l8-in. bar, 3/16 of an inch square. 
Wark Specialty Co., 406 Temple Bldg... 
Rochester 1, N. Y. 


Sliding Punch 


“Tru-Punch” is a_ sliding punch 
within a sleeve with the sleeve end 


machined to the diameter of the tem- 
plate hole. End fits in hole and makes 
it possible for the punch to be driven 





ses CU SSA Drrerarse 
mp iil — =, 


sorttte NUR M 


CROSS SECTION 







through the exact center. Maker states 
punch does away with template hole 
wear and is time saving. Inter-change- 
able tips may be had for holes up to 
3% in. Made by Tru-Punch, Scotch 


Plains, N. J. 


Dry Fold Dryer 


Designed so that it can be folded in 
either direction, it has a patented cord 
hinge that has no metal parts. The 
dryer is 33 in. tall and each section is 
24 in. wide with 20 ft. of smooth hang- 
ing space. Comes also in a larger size 
with three folds and 40 ft. of drying 
space. Multifold Products Co., Mans- 
field, Mass. 
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WOODRUFF 
Adapted LAWN Seed 








REPAIR & RESURFACING COMPOUND 


for all types of surfaces 





@ Ready To Use 
@ Easy To Apply 


Greater compressive strength than 


@ Ready Mixed 


and it's resilient. 


LEV-L-FLOR stands up under the heaviest 
loads without cracking up or breaking out. 
Requires no costly, time-taking preparing, 
chipping or cutting of old surface. No skilled 
labor. Dries overnight ready for service in 
the morning. LEV-L-FLOR assures a strong, 
smooth, good-looking surface that is Fireproof 

. Waterproof... Slipproof . . . Sparkproof 
Decayproof . . . Dustproof . . . Weatherproof 

. Acid- and Alkali-proof! Economical, too. 
Packed in 55-gal. drums, 5-gal. and 1-gal 
pails, and 1-qt. cans. 


Send for literature ‘'HA"' 
* 


Many attractive territories 
J 0 B B E R s are open to Jobbers. 
Write for full details today. 


concrete... 





WRITE TODAY FOR LITERATURE ! 


NTRAL PAINTs VARNISH WORKS 


BROOKLYN, NEW YORK 











MORE HEAT YX 
LESS COAL 


(1) It is necessary for everyone 
to save coal—for our war plants 
and armed forces. (2) Comfort- 
able homes are necessary for 
maintaining morale and health 
at home. Our discoveries now 
make both possible — at the 
same time. 


We are justly proud of the 


STIGLITZ 


WARM-AIRE HEATER 


Victory Model 
v-618 
with exclusive 
Air-Jet Carburetion 
* 
Saves 1, 
on coal 


One firing lasts 
up to 3 full days 
e 


Burns the 
' smoke and soot 


Proven Satisfactory from Coast to Coast 


gtIGLitz 


FURNACE & FOUNDRY CO. 
: oe ap gy og 
evans Throagh Leading Distributors —- Exdestvety 














If You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” to 
the greatest number of read- 
ers of any paper in the Hard- 
ware trade. It brings employ- 
er and employee, buyer and 
seller together—and gets re- 
sults for its classified as well 
as display advertisers. 


Hardware Age is not only 
widely, but thoroughly read. 
Address with copy and remit- 
tance — 


HARDWARE AGE 
Classified Opportunities Section 
100 East 42nd Street 
New York City 
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Tarzian Repairs More Than 150 
Major Appliances Each Month 


(Continued from page 28) 


which is filled out for each tele- 
phone inquiry, there is the repair 
slip (Fig. 2) filled out in quad- 
ruplicate and the repair and ser- 
vice control sheet (Fig. 3). On 
the control sheet is listed each in- 
quiry and what happened to it. 
The repair slip has spaces for cus- 
tomer’s name and address, date of 
inquiry, telephone number, article, 
model, serial number, date call 
promised and date delivery prom- 
ised. There is also space for indi- 
cating who tested the job and the 
price. 

the record copy, is 
the anchor in the office, Dick 
Delberian receiving the other 
three. When the job is in the shop 
the copy marked “office” goes to 
Miss Earl, and the other two copies 
marked “customer’s copy” and 
“payment copy” stay with the job. 
After delivery of the repaired or 
reconditioned appliance to the 
customer the “payment” copy 
(since most such jobs are C.O.D.) 
is turned over to the office with the 
cash and the customer receives the 
“customer's copy.” 


One copy, 


The repair and service control 
sheet on which is recorded each job 
on which estimate is given, etc., is 
kept in a loose leaf binder in the 
office. The repair and service con- 
trol sheet records date of inquiry, 
customer’s name and address, ser- 
vice number (taken from repair 
slip), date call card is sent (indi- 
cating when repair man will call), 
date job is in shop. In addition, 
there are spaces for indicating 
whether an estimate is to be given, 
when the estimate is sent prospect, 
whether the job is to be done, 
whether the store is waiting for 
repair parts, the date the job is 
started, date job is finished and 
date of delivery. The last column 
on this record sheet indicates date 
payment is received. With the re- 
pair and service control sheet be- 
fore him “Marty” Tarzian can in- 
stantly check on the status of any 
job. 

Out in the shop itself the repair 
jobs are segregated. Jobs for 


which estimates have been given 
but no authorization for the work 
are in one place in the shop. Else- 
where are machines to be repaired, 
machines waiting for parts and 
machines ready for delivery. 
Pigeon holes are used in the repair 
department to file the record of 
each job as it proceeds through the 
shop. Included in the shop equip- 
ment is a spraying booth for re- 
finishing washers and ironers, buff- 
ing equipment, electrical testing 
devices and everything needed for 
repairing and reconditioning ap- 
pliances. 

The Tarzian repair service is 
advertised in the Brooklyn Classi- 
fied telephone book as an author- 
ized service unit of the manufac- 
turer of the chief line of washers 
serviced by and normally sold by 
the store. Many inquiries are re- 
ceived from this ad. When a re- 
pair job is sent out it bears one 
of two labels. One is the Tarzian 
label, with the telephone number, 
address, etc., the other identifying 
the store as a “shop” authorized 
to make repairs on the line made 
by the above mentioned manu- 
facturer. 


Limited Pick-up Radius 


On vacuum cleaner jobs the 
store will make pickups and de- 
liveries within a half-mile radius 
of the store only. For washing 
machines and ironers the limits 
are the boundaries of the entire 
Borough of Brooklyn (a part of 
New York City). As far as is 
practical, deliveries and pickups 
on the heavier items are made only 
on Saturdays so that a high school 
youngster may be obtained to help 
Dick Delberian make the pickup 
or delivery. The vacuum cleaners 
may be delivered by a_ school 
youngster most any day of the 
week. Cleaners are normally re- 
paired and out of the store within 
48 hours of pickup, the large ap- 
pliances being kept on an average 
of one week, 

Pictured on page 27 is a win- 
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Why Not Order Something That You 
Can Get IMMEDIATE DELIVERY On? 


If you have an A-I Priority, or better, and send us the proper certification, we 
can and will make immediate shipment from our ample stock of these popular 6 inch 


STEEL POCKET SCALES 
WITH POCKET CLIP AND DEPTH GAUGE 



























Nanded 562i lienl6 24 32 40 48 5631 8 16 24 32 40 60 564] 6 16 24 32 40 40 S65 16 24 32 40 48 566) 4 
- 
CS SE AT SELLS 4 j y 33 


== SS SS == ee ee ee ee SS 





These handy Pocket Scales (cut shows front and reverse side) in actual sizes 

are very useful and practical. The graduations are accurate and easy to read 
and the low retail price, only 65 cents, makes this item a quick, profitable seller. We 
allow dealers a good margin on this specialty. 


Send 65¢ for Sample and Trade-discount right now while the matter is fresh in your mind. 


Territories available for Manufacturers’ Agents. 


MARK SPECIALTY COMPANY 


RULE DEPARTMENT 
406 TEMPLE BUILDING, ROCHESTER 4, N.Y. 











CORNET 5-10-25¢ STORE 


announce the opening of an 


EASTERN BUYING OFFICE 


located in 


THE FIFTH AVENUE BUILDING 
200—5th Ave., New York 10, N. Y. 


R Phone 
oom 

1128 MR. WALTER J. MARSHALL, GRamercy 

for the past 12 years an executive of the home office, will head ; 5-6828 
the new division. 

Cornet 5-10-25¢ Store own and operate 60 Our buyers will be pleased to welcome eastern 
retail stores in the states of California, Utah, sales representatives at this more convenient 
Oregon, Arizona, Nevada, and Wyoming. - location. 
Featuring general variety store merchandise To conserve your time, we suggest phoning 
from 5¢ to $5.00. for an appointment GRamercy 5-6828. 


CORNET 5-10-25¢ STORE 
GENERAL OFFICES: **°>.c:texer1 ~+PASADENA 19, CALIFORNIA 
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WATERPROOF 
WéET BASEMENTS | 





_ DRYE for basement and cistern leaks ON THE 
NSIDE . in concrete, brick or stone. Easy to use. 
takes quick, durable repairs on cement and iron; silos, 


floors, ete. Successfully used by thousands. IMMEDIATE DELIVERIES. 


——— BUY FROM THESE JOBBERS 





Louisville, Ky. Washington, D. C. 
Merchants’ & Manufacturers Capitol Wall Paper & Paint Co. 
Paint Co. Baltimore, Md. 
The Sherwin-Williams Co National Wail Paper Co. 
ervice Paint & Paper Co 
a, Se on. Roanoke, Va. 
The Sherwin-Williams Co Nelson Hardware Co 


Richmond, Va. 
Columbus, Ohio Bullington Paint Co. 


The Dean & Co. 
Smith Bros. } ~- Ay Ce iene — Wéwe. Co. 
Totedo, Ohie American Plumbing Supply Co. 
Toledo Plaster & Supply Co Fargo, N. 
Fort Wayne, Ind. Vietor H. ‘Leeby Co. 
The Rhoads-Morgan Co Denver, Colo. 


Indianapolis, Ind. mf Paint & Wardware 

- a — Co. The Pierce Hardware Co. 
e : . Canada; Van . British 
John F. Yoch Material Co “Columbia se ae 

Mt. Vernon, Iii. McLennan, McFeely & Prior, 
Ogletree Builders Supply, tne Ltd. 











4 E. Pearl Street 


WEATHER SEAL CO. 


IOP LINERS. 


FOR TOMORROW'S SELLING 


Our designers and research men are work- 
ing overtime so that the excellent quality 
and performance of Top-Line electrical 
appliances will be even better after Victory. 
Once again Top-Line products will be sell- 
ing their way to substantial profits for you. 


WELL 


REMEMBER THE NAME 


wal OFF 
Abpliances fr the futuro” 


TENNESSEE VALLEY ASSOCIATES, Nashville, Tena. 


Economaster Is the “TOP-LINE” Electric Heater 








Cincinnati 2, Ohio 














Lt QUICKER, ONE- 
TTING: This NEW 
ives 4 4 second clomp- 
increased hold- 
on either flot 
or_beveled 
« surfaces with- 
shifting. 


_— hk ready tor 

nstant adjustment of ratchet ro d final tightening. 

A. Spring activated pawl for ratchet. 

B. Replaceable swivel. 

C. Case hardened casting contacts vise-like 
tightening screw with fulcrum action. 


D. Provides downward pressure on work. 


Smart dealers are cashing in on volume orders with this modern 
production clamp that has no competition. Write for literature 
on our complete line of clamps that sell themselves on demon- 
stration. 


GRAND SPECIALTIES CO. 


3130 West Grand Avenue o Chicago, Illinois 











Until VICTORY IS WON 


war work is our big job, 
then a newer and finer 
assortment of hardware 
and toys will again 
flow from the Arcade 
production lines. 


* 


ARCADE MFG. CO. 
1201 SHAWNEE ST. 
FREEPORT, ILL. 
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Your jobber con give immedicte 
delivery on Durhom's Rock-Hord 
Woter Putty. Pocked twelve 1-Ib. 
cons or four 4-Ib. cons to case. 
Also aveileble in 25, 50 and 
100-Ib drums for industriel users. 


DONALD DURHAM CO. 
Des Moines lowa — 


l Makers of NATIONAL HARD-WEAR WAX | 





(HERE'S WHAT ) 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form... just 
mix with water aad 
use. Will aot shrink. 
Sticks and stays put. 


WILL NOT SHRINK 
STICKS AND STAYS Dijy 
' 
































aa) KEY BLANKS 


S from 
“America’s Largest Exclusive 
Locksmith Supply” 

In ordering, use any stand- 
ard manufacturer’s number. 
If the original blank is not | 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 








EsTS 
PR IPPERS 


75 Years’ ReoutaLion. AMT 


AMERICAN SHEARER MFG. CO, wasnua wn. 





A COMPLETE LINE 


JOBBER 


















SELL HAND PROTECTION 
To The Millions Working With Their Hands 


“Little Doc” Liquid Gloves 


\ A NEW PRODUCT... made to order 


re for mechanics, industrial workers, vic- 

j (7 tory gardeners, printers, painters and 

= others. Good profit and steady usage 
assured. 





Write today for complete details. 


GUS. J. SCHAFFNER COMPANY 


»> 534 CALIF. AVE., AVALON, PITTSBURGH PA 


COOK’S 


SUPER VALUE 
NAIL CLIPPER 


Due to the war, "Clip. 
Rite," "Gem" and "Gem, 
Jr." Finger Nail Clippers 
are unavailable. Until 
conditions permit their 
sale, remember the name: 
COOK! 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 
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dow display showing new and | 


guaranteed vacuum cleaners, the 


guaranteed units being so marked | 


to indicate that they are recondi- 
tioned. This window calls atten- 


tion to the vacuum cleaner service | 
offered by the store. For $2.50 


(any necessary parts extra) the 


store cleans, oils, greases the mo- | 


tor, checks and oils all moving 


parts, tightens and adjusts cleaner, | 


checks switch, cord and wheels and 
adjusts for normal rug cleaning. 


Where minor adjustments are | 


all that is needed on washing ma- 
chines or ironers the service charge 
is but $2.00 if the work is done 
on the customer's premises. That 


| there is a worthwhile profit in the 
| reconditioning of washing ma- 
chines, including machine over- 


haul, etc., is shown by the fact that 


| such a job will normally run on an 


average of about $39.00. 


Monthly Checkup 


“Marty” Tarzian and his em- 
ployees not only repair and recon- 


dition washers, ironers and clean- 
ers but also buy, recondition and | 


resell such used equipment. As a 
further check on the appliance 
shop’s setup, all stocks of parts are 
checked at least once a month by 
the proprietor. And what is more 
interesting is that the store’s rec- 
ords of appliance repair jobs will 
provide an excellent post-war pros- 
pect list for the sale of new equip- 
ment. 


Coming Conventions 


American Hardware Manufactur- | 


ers Association, meeting jointly with 
the National Wholesale Hardware Asso- 
ciation, Oct. 18-21, 1943, at the Hotel 
Commodore, New York City. Charles 
E. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ group and George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ group. 


National Wholesale Hardware | 
Association, meeting jointly with the | 


American Hardware Manufacturers As- 
sociation, Oct. 18-21, 1943, at the Hotel 
Commodore, New York City. George 
A. Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole 
salers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the manu- 
facturers’ association. 










* * 


For the 
Toughest Jobs 
ts 
VAUGHAN 
TOOLS 


THIS. VAUGHAN 

BALL PEIN HAMMER 

for Machinists is but one 

of the complete line of 
Vaughan's highest quality ham- 
mers — for every type of job. 


VAUGHAN'S AXES are 
tougher — se they are ~ 
electrically fused and’ double ™ 
heat treated. Wide range of sizes 

and designs. 











VAUGHAN & 
BUSHNELL 


MANUFACTURING CO. 
Chicago - Illinois 
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Appoint Advisory Committees Boiler 


N. Y.; L. N. Hunter, National 





STEEL. BOILERS 
WPB recently announced the 
appointment of the Steel Boiler 
Industry Advisory Committee 


with William F. Bilyeu as gov- | 


ernment presiding officer. Com- | 
mittee members are: James Axe- 
man, Spencer Heater Division, 


Williamsport, Pa.; J. F. John- 





ston, Johnston Bros., Inc., Ferrys- 


burg, Mich.; John R. Collette, 
Pacific Steel Boiler Division, 
Detroit, Mich.; 


Co., 


Radiator Co., 
and Horace H. Peek, Jr., 
Fred Klein, Orr | out Boiler & Mfg. 


Inc., New 


& Sembower, Inc., Reading, Pa.; | tanooga, Tenn. 


R. B. Dickson, Kewanee Boiler 
Corp., Kewanee, Ill.; Edward W. 
Mears, Mears-Kane-Ofeldt, Inc., 
Philadelphia, Pa.; 


Twelve 








KRAFT PAPERS 


representative 
Fred Hainer, | bers of the paper industry have 
Cleaver Brooks Co., Milwaukee, | been appointed to a sulphite and 
Wis.; G. E. Olsen, Fitzgibbons | bleached kraft papers industry 


Co., 


Johnstown, 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 
(Special Rate) set solid, AeCNEED 
SO GOOD. 6 cccccdcccccissemccaces $1.00 
Each additional word. etudeavns .05 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 


One inch . 
Each additional inch wéeaenees 4.00 








} CASH 
We will buy your entire stock 
Retail or Wholesale. Consult us 
before you sell. § 


AL PROPPER ASSOCIATES 
2 624 Broadway Tel. Gr 7-3487 § 











 WANTED—SALESMEN ‘ 
4 
2 Familiar with tools” and sporting 
goods. Excellent working conditions in § 
large mid-western city. Top salary 4 
with opportunity to grow with a very 
successful company. 
Address Box H-269, care of HARDWARE ae 
100 E. 42nd Street, New York 17, N. ° 4 


. 
> ALL PURPOSE METAL DURABLE NOZZLE ; 
Available without priorities, large quantity all § 
Purpose, non-adjustable nozzle. Suitable for 
delicate plants, general utility garden use and 
originally designed as fire protection unit. 
Immediate delivery. 4 


Address — Hose Equipment Company 
1978 Galbreth Road, Pasadena, Cal ia 


‘4 








¢ 

> MANUFACTURERS ATTENTION! 
Live wire sales organization selling to job- » 
bers exclusively and covering Minnesota, 
North and South Dakota, lowa and Nebraska 
» wants to represent manufacturers of house- 
wares’ lines in this territory. If you want dis- 
tribution immediately after the war, write— 


DOUGLAS KENNEDY pg tee 
806 Pence Bidg. M P 





~~ 




















BUYERS WANTED 


Buyers for large National Organ- 
ization. 

Buyer for Mechanics’ Hand Tools. 

Buyer for Power Tools. 


Excellent opportunities for experi- 
enced men. Answer in detail. Will 
keep in strictest confidence. Per- 
manent position, not for “Dura- 
tion Only”. 


Address Box H-270, care of HARDWARE AGE 
100 E. 42nd Street, New York City 17, N. Y. 














OLD ESTABLISHED SALES ORGANIZA- 
TION WANTS additional lines. What have 
you? Territory Pennsylvania, New Jersey, 
Delaware, Maryland, and the District of Colum- 
bia. Results guaranteed. References from out- 
standing manufacturers can be furnished. Ad- 
dress Box H-267, care of HArpWware Ace, 100 
E. 42nd Street, New York City 17, N. Y. 


JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, i, plumb- 
ing and electrical supplies, paints, etc. No stock 
too large or too small for our consideration. Get 
our price sa you sell. Write Box 500, 1474 
Broadway, N. 


MANUFACTURERS REPRESENTATIVE 
NEEDS HIGH GRADE LINE to jobbing trade 
in Missouri and surrounding States. Well es- 
tablished for many years and work territory in- 
tensively. If you have nothing now, am anxious 
to take on line to sell when available. Address 
Rox 264, care of Harpware Ace, 100 E. 42nd 
Street, New York City 17, N. Y. 











PACIFIC COAST 
SALES ORGANIZATION 


of seven people thoroughly covering 
the, three west coast states can use 
just qne more good line strictly com- 
mission basis. 


i Box H255, care of HARDWARE age 
42nd St., New York City 17, N. 














OFFICE ASSISTANT WANTED. EXCEL- 
LENT OPPORTUNITY for a young man in- 
terested in present and post war future A 
leading wholesale hardware distributor seeks the 
services of one experienced in this business. Ac- 
counting, credits, correspondence, typing, priori- 
ties, bids and buying. State draft status, age, 
salary, ability and former employers in first 
letter. Address Box H-268, care of HarpWware 
om, 100 E. 42nd Street, New York City 17, 
mm @. 





EXPERIENCED HARDWARE SALES- 
MAN WITH 20 YEARS of continuous and 
steady coverage of hardware, electric and mill 
supply trades in New Jersey, Maryland, eastern 
Pennsylvania and New York could use an addi- 
tional line—straight commission basis. Address 
Box H-266, care of Harpware Ace, 100 E. 42nd 
Street, New York City 17, N. Y. 


EXPERIENCED HARDWARE SALESMAN 
WITH EXCELLENT following among _hard- 
ware, plumbing and mill supply jobbers in the 
Southwestern States would like to represent an 
established manufacturer on commission basis. 
Address Box H-258, care of Harpware Ace, 
100 E. 42nd Street, New York City 17, N. Y. 








SALES REPRESENTATIVES WANTED. 
Tools and Specialties for Hardware, Electric & 
Mill Supply Trades now open in most territories. 
In reply state lines now handled and territory 
covered. Address Box No. H-254, care of 
Harpware Ace, 100 E. 42nd St., New York 
Cir 17. 0. ¥. 





advisory committee, OPA an- 
nounced recently. 

The members of the comnit- 
tee are as follows: F. W. Cole, 
sales manager, Fraser Industries, 
Inc.; D. F. McCall, vice-presi- 
dent, Racquette River Paper 
Co.; G. Stuhr, sales manager, 
Kraft and Specialty Paper Divi- 
sion, International Paper Co.; 
H. O. Nichols, manager, New 
York office, Crown Zellerbach 
Corp., and R. I. Worrell, presi- 
dent, Mead Sales Company, all 
of New York City. A. Southon, 
sales manager, Kalamazoo Vege- 
table Parchment Co., Kalama- 
zoo, Mich.; H. R. Telfer, presi- 
dent, Detroit Sulphite Pulp & 
Kiefer, president, Port Huron 
Sulphite & Paper Co., Port 
Paper Co., Detroit; E. W. 
Huron, Mich.; J. L. Madden, 
vice-president, Hollingsworth & 
Whitney Co., Boston, Mass.; 
John H. Smith, president, Haw- 
ley Pulp & Paper Company, 
Portland, Ore.; I. N. Frisby, 
sales manager, Chicago division, 
Nekoosa Edwards Paper Co., 
and F. P. Pandow, sales man- 
ager, Consolidated Water Power 


& Paper Co., both of Chicago. 


G. E. PRODUCES PRIMER 

ON ELECTRONIC TUBES 

Non-technical book with 24 

pages entitled “How Electronic 

Tubes Work” published by the 


General Electric Electronics De-, 


partment, Schenectady, N. Y. 
Designed primarily for industrial 
engineers it is illustrated with 
117 sketches and photographs, 
and mainly emphasizes the man- 
ner in which the electronic tube 
operates. The eight basic types of 
industrial electronic tubes and 
their uses are described. Copy of 
book (GEA-4116) is available 
on request to Publicity Divisions, 
G. E. Co., Schenectady, N. Y. 


LIQUID COOLED 

GASOLINE ENGINES 

The Automotive, Farm, and 
Tractor Liquid-Cooled Gasoline 
Engine Advisory Committe was 
also formed with government 
presiding officer: R. L. Vaniman. 
Committee members are: I. B. 
Babcock, Yellow Truck & Coach 
Manufacturing Company, Pon- 
tiac, Mich.; A. N. Morton, Mack 
Manufacturing Corp., Allentown, 
Pa.; B. B. Bachman, The Auto- 
car Company, Ardmore, Pa.: 
P. V. Moulder, International 
Harvester Company, Chicago. 
Ill.; Courtney Johnson, Stude- 
baker Corporation, South Bend, 
Ind.; A. W. Picket, Willys-Over- 
land Motors, Incorporated, To 
ledo, Ohio; W. F. Kasper. 
Fairmont Railway Motors, Incor 
porated, Fairmont, Minn.; and 
William A. Roberts,  Allis- 
Chalmers Manufacturing Com- 
nany, Milwaukee, Wis. 
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===. NEW PROFITS WITH 


DAN: DEE 


REG.U.S. PAT. oFR. 


WO-RUBBING FLOOR WAX 


A High Grade, Quality Prod- 
uct...a Profitable Household 
Item for Dealers. 


Dealers and Jobbers Remember, DANDEE is HEAVY DUTY. 
Solicited 


TWIN CITY SHELLAC co., sNC. 340 Flushing Ave., Brooklyn, N. Y. 









































Handsaws 
Crosscut Saws 
Circular Saws 



















Hacksaws 
Keyhole Saws 
All Other Types 


E. C. ATKINS AND COMPANY « 4105S. iilinois St., Indianapolis, Ind. 


PYREX 


Ee ee A 


30.000 DOZENS 
A complete stock for immediate delivery ot 
PYREX HIGH  PRES- 
SURE, PYREX RED LINE and PYREX BROAD 
RED LINE GAUGE GLASSES. 

Machine facilities available for special lengths. 
Also Glass Cylinders, Oil Cup Glasses, Lubri- 
Write, wire, or phone. 


TOR CO. 


CORNING STANDARD, 


cator Glasses, etc. 


“ LUBRIC 
ELMI 
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RA, 
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A DEALER WRITES ABOUT 


RUBYFLUID 


“Our customers are very 
pleased with Rubyfluid.... 
In fact it is the best solder- 
ing flux they have ever 
used.’’ That is what the 
S. S. Co. in Florida writes 
about Rubyfluid. For cus- 
tomer satisfaction and 
more profit to you, always 
feature the colorful self- 
selling counter display 
boxes of Rubyfluid Flux 
and Paste in your store. 
Write for details. 


RUBY CHEMICAL CO. 
58 McDowell St., Columbus, Ohio 


COLMBIAN VISES 


THE BEST MADE 


*Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
equipment. All 
types for all work. 
See your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland 4, O. 


















r2 
TNE Famous 


RED sr FLUX 


















Second Award, July 17, 1943. 














RadDevil ¥ 
THE LEADERS FOR OVER 73 YEARS 
Red Devil Glass Cutters and other glaziers’, 
painters’ tools and machines are designed to the 
times—there’'s no substitute for quality. 

Send for Catalog 18 
LANDON P. SMITH, Inc., Irvington, N. J., U.S. A. 








SEPTEMBER 2, 1943 














; _- 
TESTED 


Dasco chisels, punch- 
es, drills, nippers 
and numerous other 
hand tools are the 
products of skilled 
craftsmen *. . quality 
built to stand up un- 
der the hardest usage. 
The cost is less when 
you buy the best. . . 
Dasco! 


Sold by Leading 


Jobbers 


DAMASCUS STEEL 
PRODUCTS CORP. 
ROCKFORD, ILLINOIS 


: _ ™ 2 
ND TOOLS 



























in Demand and Selling on Sight 
DR. RINEHART'S HANDY HOG HOLDER 


t $159 Retail One man holds largest hog — easily 


— for ringing, vaccinating, worming, 


Order 


from an Dealer rice 

Your She, chipping etc. One end for large hogs, other 

Jobber charges pre- | for pigs. Worth its weight in gold 
paid any- to farmers short of help. Durable, good for 


or Direct 
from this 


where on one a lifetime. Advertised in 50 leading farm 
doz. or larg- publications and 20 radio stations, reaching 


er iots. | every farmer in your locality. 


DR. RINEHART’S HANDY HOG HULDER CO. 
P- O. Drawer 1946 Galesburg, Illinois 








PERFECTION 
MILK FILTER DISCS 


Advertised in Country 
Gentleman, Hoard’s 
Dairyman and leading 
state farm papers. Pre- 
ferred by hundreds of 
thousands of dairy farms 
for their trouble - free 
performance. Write for 
outline of complete mer- 
chandising plan. 


SCHWARTZ MFG. CO. 


Two Rivers, Wisconsin 





America’s Oldest Maker of Milk Filter Discs 











The Trades Leaders Handle 
HOPPE’S No. 9 


because it is a sure fire seller that never 
disappoints the purchaser whether he 
buys it for gun cleaning or for re-sale. Sol- 
diers and sportsmen go for Hoppe’s No. 
9 strong because it cleans guns thor- 
oughly and fast. Gun dealers sell and 
prefer it because it represents business 
security—a sound investment that pays 
first class, sure returns. 


FRANK A. HOPPE, Inc., 
2314A North 8th St. Philadelphia 33, Pa. 


























Genuin® NOMES of SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


40c SET-10c SET-10c SET SAVE FURNITURE 












& FLOORS - CREATE QUIET 
4 a | a 7 
TO A . omes of Silence 
SET Domes of Sil — Insulated Cushi Glides 








For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for meta! beds, wood beds, large 
chai 





Ask your 


DOMES of SILENCE, | 


88 
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A 
American Chain & Cable Co., 
Inc. , 
American Chain Div. 
American Crayon Co. 
American Molded Products Sales 
Co. 
American Sheorer Mfg. Co. 
American Steel & Wire Co. 
Arcade Mfg. Co. 
Armstrong-Bray & Co. 
Atkins & Co., E. C. 
Autoyre Co. 


Baker Mfg. Co. 
Behr-Manning 
Bathiehem Steel Co. 
Briggs & Stratton Corp. 


c 
Camillus Cutlery Co. 
Carborundum Co., The 
Carnegie-illinois Steel Corp. 
Central Paint & Varnish Wks. 
Century Metalcraft Corp. 
Chicago Spring Hinge Co. 
Cleveland Cooperative Stove Co. 
Collins & Co., Geo. F. 
Columbia Steel Co. 
Columbian Rope Co. 
Columbian Vise & Mfg. Co. 
Cook Co., The H. C. 
Cornet 5-10-25¢ Store 


D 
Damascus Steel Prod. Corp. 
Devoe, Raynolds Co., Inc. 
Domes of Silence 
Durham Company, Donald 
du Pont Semesan Co. 


E 
Economaster Products Co. 
Economics Laboratory, Inc. 
Edlund Company 


Farm Journal 


6 


| Grand Specicities Co. 


H 
Hercules Powder Co. 
Hill Shaw Co. 
Holley Chemical Co. 
Hoppe, Inc., Frank A. 


J 
Jackes-Evans Mfg. Co. 


K 
Kester Solder Co. 


| Klein & Sons, Mathias 


A. 
Lamson & Sessions 
Lindemann, A. J. & Hoverson Co. 
Lockwood Hdwe. Mfg. Co. 


61 
85 
20 


77 
87 
15 


57 
55 
14 
63 


y 
So 


87 


oO 


8 
85 
7 


w 


84 
71 
80 


84 | 


4-5 | 


74 
79 


M 
Mark Specialty Co. 
Miller, Inc., Robert E... 
Moore Push-Pin Co. 
Myers & Bro. Co., F. E. 


N 
National Mfg. Co. 
National Screw & Mfg. Co. 
New Britain Machine Co. 
Nicholson File Co. 
Noblitt-Sparks Industries, 
Norton-Lasier Company 


nc. 


°o 
Ohlen-Bishop Co. 

P 
Prime Mfg. Co. 

R 


Ray-O-Vac. Co. 

Remington Arms Co., Inc. 

Research Products Co. 

or ~ yale Dr., Handy Hog Holder 
_ Seger : ‘ 

Ruby Chemical Co. 


Russell, Burdsall & Ward Bolt a 
Nut Co. : 


Ryerson, & Son, Inc., Jos. T. 
s 
Sand's Level & Tool Co. 


Savogran Co. 

Schaffner Co., Gus. J. 
Schalk Chemical Co. 
Schwartz Mfg. Co. 
Shapleigh Hdwe. Co. 
Smith, Inc., Landon P. 
Soilicide Laboratories 
Stanley Tools 

Star Mfg. Co. 

Sterno Corp. z 
Stiglitz Furnace & Foundry Co. 
Swift’ Lubricator Co. 
Swift & Co., ''Vigoro Div." 


T 
Tennessee Coal, Iron & Railroad 
| Co. . 





| Tennessee Valley Associates 

Thompson & Son Co., Henry G. 
Triplex Screw Co. 

| Twin City Shellac Co. 


U 
Union Hardware Co. 
Union Steel Products Co. 
United Gilsonite Laboratories 
United States Steel Co. 


v 
Vaughan & Bushnell Mfg. Co. 
Vischer Products Co. 





w 
Weather Seal Co. 


| West Bend Aluminum Co. 


43 | 
4! 
23 


Whitlock Supply Co. : 
Whitney Carriage Co., F. A. 


52 | Wickwire Bros., Inc. 


Woodruff & Sons, Inc., F. H. 
Wooster Brush Co. 
Wright & McGill Co. 


Y 
Yale & Towne Mfg. Co. 
Youngstown Pressed Steel Div. 


=388 


79 
+] | 
69 
18 


9 


72 


5! 


87 


49 
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Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 


COLUMBIAN ROPE ih 


are The Cordage Cit 
































§ NOTHING LIKE 


PUSH-PINS 
PUSH-LESS HANGERS 


for 
Display ree petter 


profits. Your jobber 


can supply you: 


MOORE PUSH-PIN COMPANY 
113-25 Berkley St., Phila., Pa. 














Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 


at least 3 weeks before you move. 


HARDWARE AGE 


100 East 42nd Street New York, N. Y. 


generations. 


crosscut and rip. 











NO. B-8 GREYHOUND has been 
a favorite with the trade for 
Perfected grip 
handle balances with blade for 
easy, tireless sawing. 

our gauge taper ground. 
Available in 26, 24, 22, and 20 
inch with most populer points, 


Bevel-filed 
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Ask Your Jobber! 
THE SAVOGRAN CO. 


india Wharf, Boston, Mass. 










Saw GRAN 














‘nal ‘ World’s Standard for Half a Century 
A 


SAND’S LEVELS 


SAND'S-STEVENS 


SURFACE AND LINE TEtl T 


LEVEL & 
“FACTORY 


TOOL CO. 


HE TRUTH 


8631 Gratiot Ave. 


Detroit, 


Mich. 








BUILT-IN ACCURACY” 


> Mout for Wiclory uaa 
to Speed the Day of 
“Unconditional Surrender’ 


, NOBLITT- SPARKS INDUSTRIES, INC. . { 
ee tadiana 


1943 














CARPENTERS’ WOOD 
AND ALUMINUM 


TILE SETTERS’ WOOD 
AND ALUMINUM 


WRITE 
sO] am 7 - UVR OIE: 


HOT WATER CAR HEATERS 
HOME AND CAR RADIOS 
BATHROOM ELECTRIC HEATERS 
METAL VORMITORE 

















FOR VICTORY 


Buy U. S. War Bonds and Stamps 



























For Defense Construction 
Buy Spring Hinges of Quality 
T S 
R I 
I M 
P P 

L L Most of our pr 
E E Brand Fish Maske 
x to assisting our gove 


your distributor. 


-~(CHICAG6)- sad for seat 
SPRING HINGES, yf: 7 
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Chicago Spring Hinges have been specified and 
used for many of our Country’s greatest defense 


plants and for ships of our Navy. WRIGHTs.2 MS GILL 
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Chicago Spring Hinge Company. Cotch They 
CHICAGO NEW YORK ie ga hv 
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U.S.A. FISH HOOK MANUFACTURERS 
1477 YORK STREET DENVER, COLORADO 
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MORE 


IMILFORD 
HACKSAW 
BLADES 


Picnic Stoves 


ZIPPER TOP 


Rubbish Burners 


MULTI-LINE 


Clothes Dryers 


These popular items of 
peace-time America will 
be back in your store 
when Victory’s won... 
improved, of course, with 
new features that will 
make them more sales ap- 
pealing than ever before. 


Handy Men 


will be using more and more hacksaw 

blades this year for their home wood- 

cutting. Yes, a hacksaw is ideal for woodcutting 

... accurate and close for fitting screens, doors, 
storm windows and the like. 

MILFORD is the only blade with Easy-Starting 

Teeth... the only blade sold under a Fair Trade 


contract. 
... Ask for a supply of our booklet 
“TRICKS OF THE TRADE"... it will 
help you sell more MILFORD BLADES. 


Order your stock assortment NOW! 


PRODUCTS CO. 


| 
| 126 North Berrien Street, 


| on Albion, Mich. 
THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN, CONNECTICUT 





90 HARDWARE AGE 
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NES Harnwarr 


If it stays in service... 
it helps the War Effort 


Electric washers, irons and other appliances that stay in service 
longer save copper, rubber, aluminum and many other materials 
vital to the war effort. 

Quite often, a “hopelessly” broken appliance, or one which 
habitually gives unsatisfactory service, can be made useful again 
by a simple adjustment, or with a screw, a nut or a rivet. 

However, such fastening devices for repairs and maintenance, as 
well as thousands of other items, must be easily obtainable at the 
hardware store. The Hardware Man must stay on the job, must 
be permitted to carry adequate stocks if the conservation program 
is to continue. 

Hardware is vital to home needs. “Hardware guards the home 


front.” 


THE NATIONAL SCREW & MFG. CO., CLEVELAND, 0. 








KEEN KUT 1ER 


TOOLS AND CUTLERY 
FOR MORE 





























SHAPLEIGH HARDWARE COMPANY 


ST.LOUIS 


Shapleigh National Series No. 2412 








